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Brooklyn Blazes the Style Trail 


HE eye is so crowded these days that the mer- 
chants of this country want a quick picture, 
graphically told, and then a summary of the re- 
sults of the Brooklyn Shoe Style Show. In the words 
of Eugene Peirce, who fo!lows all the fashion events 
here and abroad, “this show makes all other industries 
look like pikers.” In interpretation of his remark, he 
says: “You have a beautiful setting, a flower-bordered 
runway, magnificent music, floods of spotlights and 
pretty, feminine-looking women wearing the latest in 
clothes and certainly the most forward types of shoes.” 
That, in brief, is the picture of the sty‘e show in the 
grand ballroom of the Hotel Commodore in New York 
this week. It was the first fashion flash of what will 
be the footwear vogue for Fall. No runway can be 
literally interpreted. It is the window dressing of lines 
of shoes displayed throughout the hotel. “What would 
you say were the outstanding characteristics of these 
lines?” we asked a jury of representative shoe mer- 
chants who serve in an advisory editorial capacity, be- 
cause they were twelve in 
number. They ba'anced 
their opinions and 
thought proportionately. 
Here is their verdict: 
At least 50 per cent of 
the shoes for fall will be 
in blacks, and there never 
was a bigger opportunity 
for a diversity of blacks. 
The sparkling new note 
was black lizard in a high 
lustre finish, and the 
sweetest note was a sea- 
sonable black _ suede, 
which can be trimmed in 
every sort of way. The 
trimmings of black are 


Out of the shadows the first light on Fall 
Footwear Fashion flashed at the Brooklyn 
Show 


largely snakeskins, real and simu’ated, patent leathers 
and the gunmetal shade. There is a place for calfskins 
in the blacks, particularly in the Colonia's and simple 
pumps. 
EXT in volume, the great autumnal family of 
browns, ranging from cocoa through the wood 
browns to shades that catch the spirit of the new furs. 
Make no mistake about it, the outer garments, coatings 
and furs, fit into the picture of shoe colors. Brown alli- 
gators in low-heeled shoes only, leaving the lizards and 
finer reptile grains for the higher heeled numbers. 
Don’t get the idea that everything will be sombre for 
fal. There is a place for the wine shades and a much 
bigger place for the beige colors. When women wear 
black and beige, then the lighter hose with beige shoes 
have a place. There is some talk of blue in leathers. 
Paris is crazy over grays, but the American shoe man 
is putting that gray feeling into his gunmetals that 
go with shadow hose and his fancy snakeskins that 
have a grayish effect. 
Patterns will be simple, 
and they must be beauti- 
ful. Any merchant who 
saw the runway, marveled 
at the fact that women 
can be so adaptable to 
fashion. Gone are the 
straight-line dresses and 
flat-chested, boyish 
women, and there now ap- 
pears a real feminine type 
of woman, curves and 
everything. Look for a 
feminine fall and a fine 
selection of really femi- 
nine footwear. Jazz steps 
out and femininity enters. 

















Out of the fog that pervaded New York 

this week, the Hotel Commodore stood 

out like a beacon light, as revealed by 
this tmpressionistic picture 


E are working into a period 
W:: super-refinement of design 

in footwear. Elegance and 
‘taste, rather than mere novelty of 
design, are coming into their own. 
Shoe designs of today and tomorrow 
bear a particular relation to a spe- 
cific costume or type of costumes. 
These, in brief, are the broad im- 
pressions conveyed by the three-day 
showing of Brooklyn-made shoes for 
Fall, 1927, at the Commodore Hotel, 
New York, under the auspices of the 
Shoe Manufacturers’ Board of Trade 
of New York, this week. 








The whispering gallery outside the Style 
Show, where one get “tips”—to avoid 
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The Era of Good Taste Hag: 


Period of Super-refinement in Shoes Has 
Come; Simple Styles, Fine Lines, Mar- 
velous Blending of Colors; Specific Types 


for Specific Occasions Shown at Brooklyn 


Never before in a style show has 
there been such a definite trend es- 
tablished. Visiting buyers, to the 
number of close to 2000, could not 
help but get some very definite style 
points for the coming season fixed 
in their minds. The shoes were 
shown in families, and the members 
of each family bore a definite kin- 
ship to each other, but still were 
individual in character, just as in 
humans, individuality stands out in 
each member of the family circle. 


HE big outstanding feature of 

the show was the fact that a defi- 
nite change in style has been accom- 
plished. More closed up shoes, in 
keeping with Fall and Winter 
weather, have been devised. The 
footwear actually looked Winterish 
and had caught the color scheme that 
Nature paints on her mighty canvas 
of the woods and fields in Autumn. 
Warmer colors prevailed, yet not a 
riot of color. Rather a judicious and 


tasty blending of autumnal shades 
into a symphony of color harmony. 


Good taste, fine line, the unmistaka- 
ble touch of master craftsmanship 
stamped indelibly on the product was 
the keynote. 

In all, twenty-eight Brooklyn 
manufacturers showed their shoes 
on the runway, and most of them 
displayed seven different types of 
footwear. Each showing was con- 
fined to a certain type of shoe. 
Thus, on Monday afternoon only 
sport and semi-sport shoes were dis- 
played on the runway. Monday 
night, afternoon types were shown 
at the first showing and semi-formal 
shoes at the second showing. On 
Tuesday afternoon, street shoes only 
were presented, and on Tuesday 





night, semi-formal shoes at the first 
showing and formal footwear at the 
second showing. 

There was only one runway dis- 
play on Wednesday night, and that 
was made a part of the entertain- 
ment and banquet. Formal shoes 
only were shown. 

In arranging the runway displays, 
the manufacturers held fast to the 
type idea. While there was a fairly 
wide gamut of style in the sport and 
semi-sport shoes, the runway models 
bore several points in common. Dark 
colors, principally in the brown 
family, predominated. Suede leathers 
were much in evidence. Low and 
Cuban covered heels, and a few solid 
leather heels, fixed these shoes defi- 
nitely in the sport and semi-sport 
class. Tan calf, in warm golden 
shades, was frequently employed for 
sport shoes. Reptiles also worked 
into sports shoes to some extent. 
Patterns ran to broad strapped and 
oxford types. The Peele oxford had 
a place. Trimmings, for the most 
part, were subdued, and while there 
were frequent combinations of ma- 
terials, the colors employed were of 
the harmonizing rather than the 
contrasting shades. Some _ three- 
tone shoes were shown. A few shoes 
with crepe or solid rubber soles for 
active sports wear were displayed. 


ATERIALS used for the after- 
noon shoes displayed ran from 
patent leather, usually trimmed with 
kid or reptile, to kid, suede, snake, 
lizard, calf, and the new ename'ed 
kid leathers. Brown tones, the warm 
browns recommended by the joint 
styles committees, predominated. 
Some otter was used, mainly in suede. 
Simple lines characterized these 
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rived in Footwear Fashions 


Style Show ; Seasonal Flavor Through More 
Closed up Patterns, Broader Straps and 
Colorings Picked from the Brown Family ; 


Practical Footwear on Runway 


shoes. Strapped models were in the 
majority, although a few plain 
pumps with buckles were shown. 
Straps on afternoon types were less 
broad than those on the sports types. 
Some center ties and oxfords were 
on the runway in the afternoon shoe 
display. Heels generally were from 
16 to 20/8, with a few running as 
high as 22/8 for afternoon wear. 

A preponderance of the shoes 
shown for semi-formal wear were of 
black satin. This, however, was not 
taken to mean a new drift toward 
this material. Most of the black 
satin was trimmed with silver kid. 
A few satins in the blond or peach 
shade also found a showing here. 
Patent and gunmetal kid, either for 
all-over shoes or in combination, 
found a good representation in the 
semi-formal showing. Silk-finished 
kid and enameled kid, both in gun- 
metal and the brown tones, were 
given places of importance. Pat- 
terns again ran mainly to strapped 
effects, mostly ankle or instep effects, 
with some step-ins and T straps. 
Several of these shoes were of the 
cut-out shank variety. In the dark 
shoes, bits of color in narrow strap- 
pings, pipings, and even contrasting 
color heels were employed, to give 
high style relief. 


TREET shoes had their only show- 

ing at the Tuesday afternoon per- 
formance. In these the lizard and 
snake family had its best showing of 
the three days. Several all-over 
Java lizard shoes in simple strap or 
oxford design evoked considerable 
enthusiasm among the buyers pres- 
ent. Calcutta lizard in brown tones 
also was frequently employed, alone, 


or in combination with other ma- 
terials, such as ooze. Suede also had 
a big showing, as did gunmetal 
enameled kid. Alligator had a place 
and some brown calf and patent 
leather was used. Here again pat- 
terns were conservative and ran 
largely to neat strap effects. Fine 
lines and delicate trimming stood out 
as the chief characteristics. 

Metallic effects prevailed in eve- 
ning shoes, following the decided 
trend toward gold and silver ma- 
terials and trimmings in evening 
gowns. Brocades and plain gold and 
silver kid were the chief materials 
employed for the fashioning of for- 
mal footwear. Narrow ankle and 
instep straps formed the majority of 
patterns. Some T straps were shown, 
and most of the patterns were deep- 
ly cut at the shanks. Patterns 
varied but little from those now pre- 
vailing in evening footwear. Some 
combinations of gold or silver kid 
with brocade, or brocades with pas- 
tel shades in kid or satin were dis- 
played. Few all-satin shoes were 
shown for formal wear. Heels were 
generally of the current prevailing 
heights, often of contrasting ma- 
terial to the rest of the shoe. One 
black velvet sandal with rhinestone 
applique was shown. 

The stage setting and runway for 
the show were the most magnificent 
the Brooklyn manufacturers ever 
have used at a style presentation. 
The stage itself, at the west end of 
the ballroom, was dressed with a 
court yard scene, a fountain in the 
center, a multicolored striped awning 
above and a background of trees 
which gave the effect of distance. 
The mannikins entered from either 





Spotlights of style—twenty-one rays of 
light hitting the buy-way of fashion 


side of the stage and paraded down 
the runway, which extended almost 
the full length of the room. The 
lighting was perfect. Twenty-seven 
spotlights, stationed in the balcony, 
picked up the mannikins as they 
made their entrance and followed 
them down the course of the run- 
way and back. The spectators oc- 
cupied chairs on raised steps ranged 
around three sides of the room. Ca- 
pacity crowds attended each show- 
ing, and on Tuesday many were 
turned away. Never was a style 
show more splendidly and effectively 
presented. 











Step by step right into the sample room 

as expected—to buy, perhaps, as the 

Russian artist, Retnepracski sketched 
the Show 





In the futurist manner. 


new high point in shoe display. 
catching and reflecting the lights thrown from the top of the window. 


BOOT AND SHOE 


RECORDER 


May 28, 1927 


In this modernistic setting, Stern Brothers, New York, hit a 


The trianaular shelving was covered in silver and blue, 


All the shoes 


shown in this particular setting were opera pumps, decorated with the new detachable 


metal instep strap, “Spans.” 
dow gave a bit of color relief and an unusual touch. 


The growing cactus in the pots at either side of the win- 
The sky line of New York, is 


not a part of the window, but the reflection in the glass, which, through the eve of the 
camera, imposed itself on the light blue background draperies 


Highlights on the Horizon of Style 


with broad 
straps and progressing to the semi- 
oxford type, were distinctly among 


HE brown family got a majority 
vote at the Brooklyn Style Show 
for sport, semi-sport and afternoon 
wear. Rich golden browns and otter 
were favored colors. 
* * * 


While a big majority of the Brook- 
lyn houses showed black satin trim- 
med with silver kid, as models for 
semi-formal wear, it didn’t seem to 
mean much. Some black satin is 
always worn, probably biack satin 
will get a little better run than it 
has for some time, but the majority 
of manufacturers and retailers pres- 
ent do not favor it for a big vogue. 

* * * 


Golden brown calf looked good on 
the Brooklyn Style Show runway in 
sports shoe types. Two and three- 
strapped models, with a little con- 
trasting trimming were outstand- 
ing. Solid leather heels caused 
favorable comment. 


Plain pumps, with huge cut 
steel or rhinestone buckles, or 
the new jeweled “Spans” are 
a high class feature in New 
York and other centers where 
smartly dressed people gather. 
For semi-formal wear they 
promise to have a considerable 

: vogue in the Fall and Winter 
= season. - 





DO ed 





Black patent leather had a big fol- 
lowing in afternoon shoes, particu- 
larly when trimmed with reptile 
leathers. 

* * * 

The whole reptile family got a big 
boost at the Brooklyn Style Show. 
Real Java lizard was outstanding for 
all-over shoes, mainly of the oxford 
type. Snake was combined grace- 
fully with black patent. 


One-strap models, 


those present in the showing of 
sports and afternoon shoes. For 
semi-formal dress, straps were main- 
ly narrow, dainty, and delicately 
piped. 


* * * 


Oooze, in otter and brown shades, 
played a big part in the Brooklyn 
style showing. Considerable black 
ooze also made its appearance. 
Southern retailers commented fa- 
vorably. 


* * * 


Gunmetal kid, mainly in Astralac 
finish, was used for all-over shoes, 
with a little contrasting trimming, 
or itself furnished the trimming for 
black suede or patent leather shoes. 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey 


Giving Positive Information 


T. LOUIS—More~ apprehension 

regarding colored kids than 
shown at any time during the past 
was apparent this week. Operators 
are getting decidedly nervous as to 
their prestige. The weather is nat- 
urally against the buying of this 
type of footwear, but many believe 
the time too short between now and 





The “Wayne” finds favor in Wash- 
ington, D. C., in Berberich’s store. 
It is of rosewood calfskin with 
saddle, tongue, and heel of parch- 
ment. Retails for $12.50 


June 1 to dispose of these shoes. 
Adding to the apprehension is the 
fact that whites are being bought 
freely. A month ago it was not be- 
lieved that whites would have any 
demand. The shoe buyer of a big 
department said: 

“It looks to me now as though we 
are going from blacks right into 
whites. I don’t want to get stam- 
peded on whites, but the buying 
trend observed in our store is suffi- 
ciently strong for me to believe that 
whites are going to be better than 
anyone has bought or has antici- 
pated.” 

This report was verified in other 
stores where whites are being asked 
for, and operators are asking them- 
selves if they have covered suffi- 
ciently on whites. 


Wetherby-Kayser, in Los Angeles, 

goes in for the plainer effects with 

the “Darian” at $16.50. In patent 

with water lily trim, in rose blush, 

in all-over water lily, and in all- 
over white 


OSTON—While colors are being 

featured attractively in store 
windows, nevertheless black shoes 
continue the biggest sellers, with the 
volume on the medium height of 
heel. In the colors, rose blush has 
been strong in the demand; white 
shoes, mostly in white kid one-straps, 
are receiving a good call for wed- 
dings and church functions gener- 
ally. One of the shoe departments 
reports that many of the young girls 
are buying silver brocade one-straps 
with 8/8 heels for immediate use for 
wear in May processions and other 
church and school events. Some of 
the merchants feel that parchment 
will supersede white in the summer 
demand. There is a little movement 
en the bright red and turquoise blue 
sandals; there is also a call in lim- 
ited quantity for navy blue one- 
straps and sandals. Light gray kid 
in conservative patterns, with light 
gray hosiery in service weights and 


“Kriss Kross” makes its bow 
in New Orleans at The Kreeger 
Store. It is of woven straw in red 
and white, blue and white, and green 
and white, with leather heel and 
trim. Retails for $14.50 


The 


chiffon to match, is receiving a fair 
demand. 


HILADELPHIA—Firm belief 

that there will be a greater de- 
mand for colors as the season ad- 
vances was expressed by A. H. 
Geuting, president of the National 
Shoe Retailers’ Association. ‘We 
believe in and we stock our stores 
with colors for the season,” said Mr. 
Geuting. “While white will be a 
good seller, it will have to share with 
beautiful colors in shoes this sum- 
mer. 

“From reports we understand 
there are many retailers who havo 


been frightened, partly because of 
the cold and damp spring and gen- 
erally unfavorable weather and 
partly because the garment associa- 
tion played black and white for 
January and February. It is my 
opinion that the retailer will be very 
foolish to sell his goods at cut prices 
until he has at least one month of 
good weather to give colors a fair 
test.” 


AN ANTONIO—Patents have 

proved themselves trustworthy 
staples in the shoe department of the 
Vogue Co. where, in a season devoted 
to colored shoes, they still make up 
60 per cent of the sales. The most 
popular style is the open-shank san- 
dal with a T-strap, but plain Regent 
pumps are consistently demanded. 
Co'ored kids comprise about 30 per 
cent of the total, and in these, pastel 
shades such as parchment and water 
lily sell better than the high shades. 
Satins comprise the other 10 per 
cent. “Beginning with May, calls 
for white shoes have been coming in 
stronger and stronger and we plan 
to do a big business in them,” de- 
clared W. G. Tannehi'l, manager. 

Sandals are the big thing just 
now, according to J. W. Biggs, man- 
ager of the French Booterie. “This 
type of shoe is not especially new, as 
sandals for evening made their ap- 
pearance last fall, but the beautifully 
delicate models we are showing now 
are going over big. Our stock in- 
cludes novelty sandals with open 
sides and center straps and open- 
shank sandals with T-straps—both 
in combinations and solid colors, 
with a large number of black pat- 
ents. Sales on them increase stead- 
ily,” he said. 
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The flapper type sandal as seen in 

Boston at the R. H. White Co. store. 

A combination of patent leather with 

black and white gingham kid, sell- 
ing for $6.50 
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A Million Pairs Needed 
last the American Red Cross has signified its 


T 
A approval of the collection of relief supplies 
for distribution to flood sufferers. This appeal 
should be answered by the shipment of a million 
pairs of shoes into flooded regions. 

The American Red Cross is of the opinion that 
thousands of unfortunate people, driven from their 
homes by the floods in the lower Mississippi Val- 
ley are in need of foot coverings. Here is an oppor- 
tunity for a great shoe industry to help, and in help- 
ing quickly it serves best. Thousands of pairs of 
shoes in closets and in stores are immediately avail- 
able for flood sufferers. The trade is indirectly 
helped by the removal from circulation of extra 
shoes. 

To find how serious the flood has been to the 
territory inundated, the RECORDER sent one of its 
Field Editors across from Texas, and another one 
down from Texas, to offer to help and serve in the 
great emergency. They found that the river bot- 
toms and lower lands were mostly occupied by 
negroes, and that many of these homeless people 
have no purchasing power, because everything was 
swept away. 

The river is abating so that in Missouri the 
river is almost normal, and much of the land has 
been relieved of the water. There is hope that 
a crop can be planted if the river settles before 
the beginning of June. Already cotton has gone up 
3 cents a pound, making a great additional pur- 
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chasing power in those regions not affected by the § acco 

water. the 
It is not amiss to readapt the famous old bit of § fam 

verse: inst 


“Oh! somewhere in this favored land the sun is shining 
bright, 

“The band is playing somewhere, and somewhere hearts 
are light, 

“And somewhere men are laughing, and somewhere chii- 


A 


















dren shout; wor 
“But there is no joy in Mudville—the mighty Missis- § and 
sippt has spread out.” new 
The immediate demand while the water is in = 
flood isn’t particularly for footwear, it is for wi 
money, food and shelter, but when the river sub- ve 
sides, then, indeed, will be needed sturdy, substan- i “4 
tial footwear. It would be foolishness to send food: 
high, out-of-style, fashionable footwear. There is 7 7 t 
no place for it. Footwear ought to be substantial a7 
and in the larger sizes. $1 “’ 
One of the great errors in shipping shoes to the b in 
Far East Relief was the tremendous deluge of a 
small sizes, high Louis heels, narrow toes and 18- we 
in. tops. Those shoes were worthless as foot cov- va di 
erings. Thousands of dollars were spent in ship- P ene 
ping these worthless foot coverings to people who :'s 
had no use for them. Let the shoe trade not make F '. 
this mistake in shipping shoes to the Southern re- ge 
gion. | 
We are informed that the railroads will trans- adene 
port the shoes free of charge, and they shrould gourd 
be marked? — 






AMERICAN RED CROSS, 
RELIEF SUPPLIES, 
MEMPHIS, TENNESSEE. 








Let’s help with shoes—practical shoes for the 
purpose of re-establishing homes and livelihood— 



















sturdy shoes that will serve a real purpose. EX 
g 
° @ « a cre 
The Spirit of St. Louis frou 
sightec 
HE World War taught us all how to hate one §ppant 

another. Captain Lindbergh’s achievement § creqit 
taught us how to love one another. There is no §pook o- 
single accomplishment in modern history that can Bjex to 
compare with-his. As a good-will messenger from pay, al: 
America to Europe he did more in 33 hours to §ness +, 
develop a family spirit among all peoples than all you ne¢ 
our official or unofficial diplomacy. It is as if the §, hurr 
entire world had taken him into its family as a fwire an 
son, in whom everyone had a personal pride. conce 
Europe, with its smoldering hatreds and envies, f there y 
forgot them all for one golden flash of pioneering fing eo, 

romance. And how well the young man has car- § most 
ried on that spirit of friendliness. Lucky the § spectioy 
city of St. Louis for sponsoring his flight. Lucky Bpeen ¢; 
the spirit of America for showing the world it can fidifferen 
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accomplish the impossible. Lucky the people of 
the world for having such a wholesome thrill of 
family friendship. It heralds a new day of accord 
instead of discord. 


Is Value—Optical ? 


WOMAN asked the other day: “Why is one 
A shoe worth $10 and another shoe just like it 
worth $15?” She had been looking at windows 
and asking about prices before she purchased her 
new shoes. After a time she became so confused 
and doubtful she went home without buying at 
all. Now, would it not be wise for the man who 
asks $15 to tell this lady in simple language just 
why the difference? She cannot discriminate. 
She looks at shoes pretty much as she looks at 
foodstuffs. A can of beans is 10 cents to her. 
Another can at 15 cents is out of her calculation. 
When she sees a pair of shoes in a window marked 
$10, it looks just like the pair she saw a moment 
before marked at $15. Through the window glass 
they look alike. To her unpracticed eye there is 
no difference. She does not know that the higher 
priced shoe is probably bench made and hand-fash- 
ioned throughout. Why not tell her all about it? 
A few well-written 
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portant matter you may be turned down coldly. 
Better get your credit rating fixed up right away. 
Do not allow the old rating to stand if you are en- 
titled to a better one. Last year you may have 
been a J314, while this year you are entitled to 
a G8. 


He Who Reads—Succeeds 


HE mere reading of a business paper will not 

make a merchant successful, but, most success- 
ful merchants are readers of business papers. It 
is true that the average failure in business is not 
a reader of any business paper. Twelve shoe stores, 
recently visited, all alike in the kinds of shoes car- 
ried and the prices asked, none of them successful, 
did not read any shoe paper—the successful stores 
invariably read a business paper. 


Is*Dating”’ Good Business? 


ONG terms, or “dating,” is sometimes a temp- 
tation to a small merchant to overbuy. Ninety 
days in which to pay for a big bill seems easier to 
some merchants than thirty days’ net on a small 
bill. A writer in The Saturday Evening Post said 
recently: “If you want 








advertisements, taking ¢Y “or T. 


her right into the con- 
fidence of the store, 
would help to settle a 
puzzled problem in her 
mind. 


Give ’em 
Facts 


ECLINING to 

give a report to 
a credit agency is 
about the most short- 
sighted thing a mer- 
chant can do. The 
credit rating in the 
book of Dun is an in- 
dex to your ability to 
pay, also your willing- 
ness to pay. When 
you need something in 
a hurry and perhaps 
wire an order to a new 
concern, then and 
there your credit rat- 
ing comes under the 
most searching in- 
spection. If you have 
been careless or in- 


Red Cross. 








marked as follows: 


DEADHEAD. 





Ship Your Surplus Shoes to the 
Flood Sufferers 


We commend to the attention of every reader 
of the Boot anp SHoE Recorper, the following 
announcement from the offices of the New Eng- 
land Shoe and Leather Association: 


“The American Red Cross has issued an appeal to all 
branches of the shoe industry for supplies of footwear for 
the thousands of unfortunate persons who have been driven 
from their homes by the terrible floods in the South and 
Southwest, and who in many cases have lost their all. 
There are few necessaries that would be more highly valued 
by these hapless victims of Nature’s forces than footwear, 
and we request our members and all manufacturers, whole- 
salers and retailers in New England who may have on hand 
supplies of shopworn, out of style, and unsalable boots and 
shoes of any kind to at once forward these to the American 
Numbers of these people have for long been 
habitual buyers of New England footwear. 


“We are informed that all the railroads will transport, 
free of charge, any supplies that are delivered to them 


AMERICAN RED CROSS, 
RELIEF SUPPLIES, 
MEMPHIS, TENNESSEE. 


“Please remember that any kind of footwear whatsoever 
will be welcome. We thank you in advance for this timely 
contribution for the relief of suffering fellow citizens.” 


the summer to pass 
quickly give a ninety 
day note the first of 
May.” And _ further 
on he gave this fine 
piece of advice: “Be 
sure you are going to 
have the money in the 
bank to pay for the 
goods when the bill 
comes due.” It sounds 
fine to some ears to 
have a salesman say 
that ninety days is 
ample time in which to 
sell the shoes and 
have the money ready. 
But supposing that 
business falls off and 
you sell but a part of 
the shoes? The bill 
will come due just the 
same. And the ninety 
day creditor can be 
very unkind if you fail 
to meet the obligation. 
Every bill must be 
met some time, and 
setting the day of 
reckoning ahead will 











not cut it down any. 





different to this im- 


net 
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Look At Your Shoes—Be Ashamed 


How Can We Bring Back Pride in Personal Appearance ? 


HE newspapers of this coun- 

l try are doing more to bring 

back a pride in personal ap- 
pearance through clean and polished 
shoes than any other factor within 
or without the trade. The New York 
Sun started it by indicating very 
strongly that “Teachers say never a 
word about the neatness in polishing 
your shoes, when once it was the 
rule in school for a child to have 
well polished shoes, or he was sent 
home to remedy his carelessness.” 
Parental indifference as to shoe pol- 
ishing has played a big part in the 
decline in the sale of children’s 
shoes. 

We would like to suggest to the 
Western Union and the Postal Tele- 
graph the installation of a polishing 
kit in every messenger office. If 
Mercury is the messenger of en- 
lightenment his modern agent is 
positively disreputable. Before the 
men’s and the boys’ business gets 
material'y better, the subject of 
neatness of shoes must be preached 
nationally. Real work must be done 


in encouraging the return to the 
well-shined shoe. One New York 
store has made an effort in that di- 
rection by offering to shine all shoes 
free. Many other stores make it 
easy for the customer to come in for 
a shine, knowing full we'l that the 
boy will get a ten-cent tip and the 
store will make a continuous cus- 
tomer. 

A prominent educator has said 
that the decline in obedience to in- 
structions, carelessness in home 
work and all the minor points in 
school] discipline all go back to the 
indifference of the parent to the 
child’s shining his own shoes. One 
little touch of carelessness builds up 
a pyramid of errors, and makes it so 
difficult for the educator to accom- 
plish much with the younger genera- 
tion. 

Has the shining kit disappeared 
from the American home? Are we 
all too much in a hurry to take care 
of the one litt’e feature of personal 
dress that makes man, woman and 
child more self-respecting? The 
Boston Herald significantly says: 
Mr. Radcliffe, a Briton friendly to 
the United States, explains that no 
Englishman is seen abroad with un- 
polished boots, because a'‘l British 
boots are blacked at home. It is no- 
torious, on the other hand, that most 
American boots are blacked at public 
“parlors” maintained for the purpose. 
The whole matter resolves itself into 





Four out of five may have pyorrhea 
—but only one out of five has a 
shine. Four out of five are “All 
dressed up but their shoes.” There 
is a tremendous untouched market 
for shoe polish. Who is the most 
logical person to select, recommend 
and sell shoe polish, the drug clerk, 
the notion clerk, the grocer, the 
shoe repairman or the shoe retailer? 
Try putting your polish business on 
a quota basis. Set aside or prefer- 
ably put on the counter or near the 
cash register, the number of pack- 
ages of polish you want to sell each 
day. You will find that the unsold 
packages act as an effective reminder 
and as a spur. Only six packages a 
day for 24 days means a gross a 
month. How many gross a month 
do you want to sell? 


W. N. Allen, Jr. 


Before the Ohio Valley Retail Shoe 
Dealers’ Association Convention. 
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the question, “Who blacks your 
boots?” It will be recalled by per- 
sons of mature age that, according 
to a pleasant legend, when a Briton 
said somewhat arrogantly to Presi- 
dent Lincoln, “No Englishman blacks 
his own boots,” the pacific President 
metaphorically turned the other 
cheek with the kindly and solicitous 
inquiry, ‘“Whose boots does he black ?” 


LL good Britons know that every 

American who is not a wife- 
beater is henpecked—forever beneath 
the wifely thumb. It is also known 
that all but the fortunate few who 
can afford men servants have at most 
one, two, three or four maid servants 
in the home, and that oppressed 
males live in such terror as to the 
female of the species that they don’t 
dare ask any maid servant to black 
their boots. It is not done, and the 
meek head of the house, as the an- 
tique phrase goes, leaves home in 
the morning with what remains of 
his commercially purchased polish of 
the day’ before, or blacks his own 
boots. 

American social history is punc- 
tuated with pretty incidents of the 
visiting Briton and his boots. A 
very high church clergyman person- 
ally polished every day for a week 
the boots that his British visitor 
left outside his bedroom door. The 
good parson dared not ask the duty 
of his maid-of-all-work.” 

There is no question about it but 
what there is a real opportunity 
ahead to bring back the national in- 
terest in the neatly polished shoe. 
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FREEDOM OF THE MALE! HURRAH !! 


VER since freedom of the up-lift elbow was taken away from 
the man in America, he has sought the solace of sartorial free- 
dom. Thus came the wide and windy trouser bottoms flapping in 
the breeze. 
Wanting freedom of the knees he now calls for the full-kneed trouser 


tapering down to a narrower bottom, and we come into the glorious 
period of masculine foot revealment. Men’s shoes have been all toes— 










big wide ferry boats toeing in and out—but now comes a period of sartorial 

art wherein the shoe achieves visibility. There you have in a couple of , 

nut-shells the story of trouser styles and why it means a change of shoes $ 
os 


—stylefully smart. 






Two and one-half million more pairs of men’s shoes have 
been made in the first quarter of 1927 than a year ago. 
What a significant statement. Evidently the thought has 
swept through the minds of merchants of this country that 
this is going to be the men’s-shoe-year. 











One of the smart British regiments tries its hand 
at perking up headgear and the guard derby appears. 
As precise as the button placement on a coat, it is the 
spot of punctuation for the well dressed young man 
the world over. The derby has led to a dress-up move- 
ment because it can’t be worn with rough stuff and 
tweeds. The American college man snaps out of his 
slouch. Instantly he puts on the new guard derby and 
with it, from top to toe, he comes forth into a smart 
salute to masculine fashion. Derbies and black shoes, 
righto! 
















Speaking about ties, silks with little figures in all-over patterns are at the 
moment best, but the Fall holds promise of every star dresser returning 
to stripes when the clothes become more simple in colors and lines. Then 
look for an outburst of freedom in patterns of shoes and socks with clocks, 
and particularly in neckties 

“Give me a wild tie, brother, 

One with a lot of sins: 

A tie that will blaze in a hectic haze, 

Down where the vest begins.” 














le herald 
artness { 






“You ain’t seen nothing yet.” The men of 
this country are going to enfold themselves 











in-the wildest shirt designs that the shirt ey 
, an and F 
trade has ever known. The shirt color now ey 







is pale blue, but the dominant color for Fall 
will be in the greens. An effort was made 
to put over pink, but it takes a fine Italian 
sense of colors to match it with ties and 
suits. 
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Make no mistake about it, this vogue for white 
in men’s footwear is sweeping the country. It 
came out of Palm Beach like a signal flag of style 
wig-wagging its message of dress up the male. 
It is the greatest little opportunity for the shoe 
trade to put over the idea of shoes “for a while” 
and “not for always.” 

The picture snapped at White Sulphur Springs 
shows Mr. and Mrs. Gardner Brown and Mr. 
and Mrs. Milton Holden (see social register). 





WILD prediction that may have more to it than 

appears on the surface is to the effect, that there 
will be more white shoes worn by men, that is, whites 
trimmed with black or tan, than will be worn by women 
in this mid-summer season of ours. 

There is no denying, that the peacock instinct has 
certainly hit the male. He is dolling up his feet with 
black and white, tan and white, five to one in favor 
of the black over the tan, because with biscuit or white 
flannels a blue coat is worn for semi-formal evening 
wear the summer throughout, and for daytime the new 


le herald th iod of , , , 
cor gap dlnane ll gemnge Me light woven fabrics lend themselves more readily to 


artness for men in our first 
xe of “The Well Dressed the contrast of black and white. 

lan and His Shoes.” Not by Here you see a party of four whose footwear pre- 
ves alone shall he be known, dominates in white. One of the shoes has a flying 
by his entire get-up. He is 
bing to be a better man for the 
orial change, so get hep to 
the miracle of dress-up. 


ball strap extending far over the vamp. It is one 
of the smartest summer dress shoes noted in the fash- 
ionable world. 
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we Collegi ate aslil 


Twenty swanky styles for America’s swaggering youth [§ The ! 
are now being shown by our travelling representatives, receif 
And Wright’s Collegiates fit as smooth as a summerweight 
Kangaroo, for the special series of tempering processes 
allow our shoe makers to bring even the heaviest grain 


leathers down to the wood. 


man t 






284 S—Smooth calf _ blucher 
ox., black harness fitting com- 
bined with Old Gold silk. 
Leather lined to vamp, cork 
box, extra heavy single sole. 
The VARSITY last. 


Price $6.00 


291 S—An exclusive E. T. 
Wright pattern—in Tan Dun- 
dee, vamp underlay and quar- 
ter of blond elk. Harness 
stitching in combination with 
brown silk. Rubber or leather 
sole. The FRAT last. 


Price $6.25 


E. T. WRIGHT and CO, [It 
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sithe Varsity Crew= 
3 al _ 


uth [The four styles illustrated can be shipped four weeks after 


ves. Pi receipt of your order. Write us—‘When will your sales- ‘ 
ght man be in our vicinity?” “a 


sSes 7 
ain E. T. Wright & Co., Inc. JL. 
THE 


Jf 














230 T—Round Nose Blucher 
ox. in Brown Imported Holland 
Grain, contrast apron, tip and 
foxing of Collis 3 X, wheeled 
heelseat, brass lets, shield 


eyele 
tip—The BIG FOUR last. 
Price $6.50 


245 T—One piece foxing with 
no seam in quarter, in black 
or tan imported grain, smooth 
calf tip and quarter. Heavy 
single sole—reverse welt. The 


re 
New CAMPUS last. 
Price $6.35 


»jinc., Rockland, Mass. 
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C-H-ALDEN COMPANY 
Designers aiid 1 Makers of Mens Fine Shoes 
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INTRODUCING THE “DUNKIRK” 


VW 


The accepted symbol 
of the Welt Process is stamped on 
the soles of our shoes, in the shank 


Boston Office: lOHigh Street 
Tactory and Executive Oftices 
ABINGTON ,MASS. 


May 28, 199% May 
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STi tcH 
sTitcH SHOE UPPER TURNED OUT SEPARATIONS 
SEPARATIONS ANDO STAPLEO TO MIDDLSOLE 
wetr SHOE LINING TURNED IN AND 
* semeatwen TO INSOLE 








MIODLESOLE 
OvUTSOLE 
SS LASTING STAPLE” a 


LOCKSTITCH UNITING OUTSOLE, 
MIDOLE SOLE. SHOE UPPER 
and WELT. 





This is James Dixon stitching a HEYWOOD 
SHOE on his Goodyear lock-stitch machine. 
In this operation two thoroughly waxed 
threads are locked into the outsole holding it 
securely and lastingly in place. This is graphi- 
cally shown in the photo-diagram. 


HeEywoop Boor & SHOE Co. 


MANUFACTURERS OF MENS FINE SHOES 


New York Office: 
WORCESTER, MAss.VS.A. 127 Duane Street 




















Before entering the clothing busi- 
ness back in 1913 as secretary and 
treasurer of B. Kuppenheimer and 
Company, Bertram J. Cahn was a 
member of the Chicago bar. A 
graduate of Yale University and the 
College of Law of Northwestern 
University, he practiced law in the 
city for fifteen years before deciding 
to give up his profession in order to 
go into the business world. 

A short time later he was elevated 
to the vice-presidency of the com- 
pany, a position he retained until 
several years ago, when he was made 
chairman of the board of directors. 
In directing the policies of The 
House of Kuppenheimer, Mr. Cahn’s 
particular attention has been devoted 
to sales and advertising. Outside his 
own business his interests are varied 
and extensive. 
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“If men will think in terms of their 
wearing apparel, that is, if ‘they will think 
about what they are to wear each day, it is 
apparent that they will change their shoves 
with each change of clothes. We are mak- 
ing a point of correct clothes for the occu- 
sion, and correct clothes for the occasion 
include correct shoes—each occasion 


quires different shoes.” 
B. J. Cahn. 


MENS 


SHOES TO STEP FORWARD 


FOR THE BETTER DRESSED 


MAN 


By B. J. Cahn, 


Chairman of the Board of Directors of B. Kuppenheimer & Co., Inc., Chicago, I!! 


HE shoe is no longer an isolated 

part of apparel. With every cos- 
tume a man should have a different 
pair of shoes—one pair for his sport 
costume, a pair for evening wear, tan 
shoes for light colored suits, black 
shoes for darker suits. In other 
words, the ensemble idea, based on 
color harmony, includes shoes to go 
with the various colors, and many 
merchants throughout the country are 
including shoes in their ensemble 


exhibits. 


The program presented at the National 
Association of Retail Clothiers, for in- 
creasing the consumption of wearing ap- 
parel by creating style consciousness in the 
consumer, is in substance the very thing 
you have in mind. 

Some of the highlights of the plan are 
as follows: 

Education of the consumer is funda- 
mental. It is the basic point, the chief ob- 
ject of consideration. Obviously, if the 
consumer dollar is today diverted to the 
buying of pleasurable commodities, it be- 
comes necessary to our industry to educate 
the consumer to want to be correctly 
dressed with as much fervor as he wants 
his car or radio. A national advertising 
campaign will not accomplish this result. 


The educational process which should be 
employed for the teaching of the consumer 
must, of course, be one which will educate 
the consumer without his being aware of 
the fact that he is being educated. 

The consumer does not now appreciat 
the benefits that come with the wearing oi 
good apparel. He does not know that it 
means a higher mental attitude, a more 
wholesome outlook on life, a more health- 
ful influence. He does not appreciate thie 
fact that when he is properly attired he 1s 
more certain to achieve success in the busi- 
ness world, enjoyment in the social world, 
and benefits from all endeavors legitimate 
ly connected with our civilization. 

He does not understand that the citi 
zenry of this entire United States would be 
immeasurably improved in its standards of 
life, its ethics, its morals, and its prospects, 
if the nation as a whole could be taught 
to wear attractive, pleasing apparel. ‘he 
consumer must be educated to appreciate 
the importance of appearance. 

You will find that this plan is included 
among the various suggestions made ior 
increasing the consumption of wearing «| 
parel. ; 

It is a fortunate coincidence that tis 
plan is proposed at the same time that the 
shoe trade is making inquiry, and it will ft 
splendidly with the subject now under con- 
sideration, namely, that the well dressed 
man must know what shoes to wear with 
his clothes on each occasion. 
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WATCH YOUR APPROACH 


N SELLING shoes to men there is one 
good rule to keep in mind. Men are quick 
buyers, know what they want, and will not 

stand for much of the high pressure stuff. The 
salesman who undertakes to sell a man against 
his will. is running his head against a stone 
As a rule a man goes into a shoe store 
with a very definite idea of what he wants and 
what he is going to pay for it. 
those facts is the first and most important duty 


wall. 


of the salesman. 


The shoes you take off his feet are apt to be the kind 
of shoes he likes. If he is wearing brown kids it is a 
safe bet that he likes brown kids and wants more of G locker—and the next day you will find they 
them. The mistake of attempting to sell him a pair of 
lemon-colored tans is too often the means of losing a 


sale—perhaps a friend. 


One tactful way to get at the facts is to ask: “Do you 
Or do you feel that you 


like this shade and style? 


want a little change to another color and style?” 


And by that same token, a merchant 
should be guided in buying his stock 
of men’s shoes. If he has a trade that 
wants wild things in footwear it is 
all right to buy them. But if the 
trade is conservative, middle-aged, 
comfort-loving, by all means buy 
shoes to please them. 


The men’s trade has been making 
the error of attempting to force onto 
men’s feet shoes that are entirely 
displeasing. The jazz stuff has a 
very small following in the aggregate. 
Of the small class that wants “peppy 
stuff” we are not speaking. Its the 
big, substantial majority that puts the 
profits into your till. 


One reason why men’s shoes are 
stagnant is the poor job of selling 
done by the average store. This 
applies not only to the methods on 
the floor but to window displays. 
Advertising seems to be especially 
faulty. There is very little in the 
advertising of men’s shoes that will 
create interest—much less demand. 
Shoes are offered to men through the 
printed page only as shoes, not as 
anything pleasing, comfortable, entic- 
ing, or healthful. All the romance is 
left out. All the human interest is 
omitted. 


Read this and see if it causes you to want the shoes: 











T’S a new pattern, and one that is | 
distinguished by the various style | 
points now highlighted in favor. Note- | 
worthy are its good materials, good 
workmanship, good lines . . . what more 
could you ask? 


| 








Finding out 


Just words, is it not? Now, read this excerpt from an 
advertisement of golf shoes and see if it does not create 
in your mind a desire to possess a pair? 





records. 
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| You can’t soak the comfort out of 
Spalding Golf Shoes 


ET them wringing wet—throw them in your 


have dried soft and flexible. That's part of the tan. 
ning knack we've learned in thirty-seven years of 
making the athletic shoes that have made the world’s 


Spalding Golf Shoes are true athletic shoes. Made 

for golf—not street shoes “adapted.” Your feet 
| and your game will appreciate this. And your 
pocketbook will like the prices—mostly $10. 




















ES, the dressed-up age is past. 
The well dressed man today is 
at his ease. We no longer fit 


- our bodies into clothes; we | 


wear clothes that fit our 
bodies—clothes that let us 
be active and free. 


Take shoes, for example. Re- 
member those toothpick toes? Gone 
many a year. Gone with the choker 
collar and_ tight-legged__ trousers. 
Outlawed by good taste. 


Most men are now following the 


| civilized fashion of foot comfort. 


Countless thousands are wearing 
Educator Shoes. 


Educator Shoes are as easy as 
treading soft sand on the beach. 
They are shaped snaturally—just 
like the bare foot—with generous 
room for five straight toes. Corns, 
callouses and ingrowing nails can’t 
thrive in Educators, for all their 
causes are removed. Foot ills that 
have formed soon pass away. 


Now, thanks to Educator Shoes, 
you can be in style and still be at 
peace with your feet. All genuine 
Educators bear the Educator stamp. 

















Clothing men, haberdashers, hat- 
ters and others, seem to have the 
edge when it comes to telling men 
about their goods. Here is a para- 
graph from an advertisement of 
men’s hats that hits the bull’s eye. 
Note how it tells the tale of the hat: 





HIS jaunty, youthful hat | 

is one of the feature 
styles of the models for | 
Spring. The brim may be 
snapped down in front or all 
around—and has a narrow 
binding that is unusual and 
smart. The crown tapers 
slightly—just enough. Priced 


° 














Once in a blue moon we see a real adver- 
tisement of men’s shoes, but the majority 
of the stuff printed is dull, uninteresting, 
devoid of all appeal. Some manufacturers 
spend considerable money for advertising 
space and fill it with the most trivial copy. 
It is like putting a 50c. chromo in a hun- 
dred dollar frame. 

Why cannot the men’s trade look around 
and see itself as others see it? Are most 
handlers of men’s shoes of one type? The 
exception to the rule stands out like a 
lighthouse. Let’s have more thought on 
the matter and see if the men’s shoe busi- 
ness cannot be lifted up and pepped up. 
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BARKER BRAND 


© HUNTINGTON SHOE and LEATHER CO. 7 
HUNTINGTON, IND. 
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Stock Number 0025— 
Wales 


Russta CALF OXForRD 
11 Iron SoLe 
Custom TAN SHADE 
LEATHER HEEL 
The height of correct style 
for the well dressed man. 
A perfectly fitting gentle- 
man’s shoe. 


Sizes and Widths 


rey ey ee fo - Stock Number 0016— 


6 to 11%4 Latonia 
6 to ll The same in a Black Kid 
6 to 11 Low Blucher. 


Sizes and Widths 
AAAAA/AAA, 8 to 
A 7 to 

7 to 

6 to 

» to 

» to 

>» to 


i ee 
ho W W VD lv IN PO 


UR in-stock department is actively entering the season of summer’s selling, and our 

dealers everywhere, in large cities and smaller towns, are finding this newer Stacy- 

Adams service of genuine usefulness. They now have twenty handsome numbers to select 
from—two are illustrated above. 


Not the least attractive and profitable feature of Stacy-Adams shoes is their distinction of 
being the only line of Men’s Custom Grade Shoes using a Union Stamp. 


STACY-ADAMS COMPANY 


Brockton, Mass. 
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The quality of a product is undeniably 
marked by the quality of its component 
parts. No manufacturer incorporates 
high grade materials in an_ inferior 
product. 


We feel, therefore, that these three out- 
standing products— 


DUXBAK SOLES 


Made by Chas. A. Schieren Co. from 
Duxbak Belting Leather, which guaran- 
tees double the wear; 


GENUINE BARBOUR STORMWELT 


A welt combining style and the remark- 
able shape-retaining factor made by Bar- 
bour Welting Company 
and 
DECIDEDLY BROCKTON STYLE 


all of which enter into this model, will 
convince every shoe merchant of the un- 
usual value offered. 


Write for our catalogue of in-stock shoes 
to retail for $4, $5 and $6. 




















DUXBAK SOLES 


TRADE MARK 





PLUS 


BARBOUR 


STORM WELT y)) 


PLUS 
DECIDEDLY 


BROCKTON 
STYLE 


EQUALS 


BROCKTON SHOE MFG. CO. 


HOLBROOK 


MASS. 


Come to Boston—the Heart of the Shoe World—July 5,6 & 7 
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Ohe 
“STAR BRAND” 


<AMILY CIRCE 

















ITTING in the “Star Brand” family circle is not 
only a credit but a big advantage for the retail 


shoe man— 
For he gets the benefit of having to offer his trade the 


biggest and most lasting advantage with which to win 
and hold public favor—the utmost in all around value. 


“Star Brand Shoes Are Better” 


ROBERTS ,-JOHNSONS RAND 


Sranch of international Shoe Co. 
ST. LOUIS, MO. 
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ILLUSTRATION 
BY COURTESY OF 
B. KUPPENHEIMER CO. 


A nother Smart Ralston 


—here shown for the first time —is now avail- 
able for immediate shipment from stock. This 
Black Calf Oxford on the increasingly popular 
Brodkast Last will be found a correct inter- 
pretation of today’s style— and tomorrow’s. 
Complete In-Stock Catalog on request. 


CHURCHILL & ALDEN COMPANY 
BROCKTON (Campello) MASSACHUSETTS 


Ready / Black Calf 


Royal”Oxford on the 
Brodkast Last. ~ In Stock 


5 to Il: Bto D 
Stock No. 311 4:75 
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=). RETAIL SHOE SALESMAN 


LETS GET MORE SHOES SOLD RIGHT 


a fF THROUGH LEARNING HOW TO DOIT! 


a 


ADVANCEMENT THROUGH ‘KNOW~HOW’ 
Edited by Helen M.Haney 


SSS. 0 ohn O_o. 0 a0 0 10 


He Makes Men Buy More Tans and Pairs 
By “Boo-ing” Black Shoe Bogy—More Selling Tips 


6“ ELL Us About Your Most 
] Profitable Shoe Selling Argu- 
ment,” was the May Prize 
Problem, bringing forth the usual 
large number of good answers from 
salesmen in all parts of the country. 
Even Mexico was heard from, the 
letter arriving by air mail. After 
a careful reading, the first prize is 
awarded to Salesman R. L. Boulware, 
in the men’s and boys’ clothing, fur- 
nishings, hats and shoe store of 
Aug. E. Hammel, 140 West Main 
Street, Lexington, Ky. This is what 
Salesman Boulware said, in part: 











When the customer says, “Thank 
you, I’m just looking around” 


Here is an argument that has 
proved very successful. The demand 
for black in this locality has been 
much greater than for tan. So, when 
a customer asks for a pair of black 
shoes, I smile. Then I say: “What 
in the world do you want with black 
shoes in the spring and summer? 
Black shoes are fine for preachers 
and undertakers.” Nine times out 
of ten that remark changes their 
choice. However, if they still main- 
tain that they want black, for added 
pressure I argue, still smiling, 
“Black, you know, attracts the heat 
and therefore black shoes are not as 
desirable for day-time wear during 
the warm summer days, as they 
naturally make the feet much 


warmer than would tan shoes.” One 
day a man whom I knew but slightly 
came in and asked me to show him a 
pair of black low shoes. I presented 
my usual argument against black, 
when to my surprise the man an- 
nounced to me that he was a 





Yor 
The Ja 
well 
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How he sells more tan shoes 


preacher. However, on account of 
the fact that I smiled and used all 
possible tact in my sales talk, he did 
not take offense, but bought two 
pairs of shoes—tan for day-time and 
street wear and black for the pulpit 
and formal occasions. This argu- 
ment has been the means of my 
making innumerable sales which 
I would have lost otherwise. It has 
also reduced considerably the big 
stock of tan shoes which we had at 
the beginning of the season. 


He Sold “The Savage” 


The second prize is awarded to H. 
H. Magdovitz, 1078 Penn Avenue, 
salesman for The Shoe Market, 
Tyrone, Pa., who sold an irascible 
man customer by talking current 
events. This customer asked to see 
a $3.49 brown dress shoe that was 
in the window. As the man was ex- 
amining the shoe which had been 
fitted to him, Salesman Magdovitz 
brought a $4.99 shoe and showed it 
to him, telling the customer about 
its better qualities. For reply, the 


customer snapped back: “When I 
come into your store for a $3.49 
shoe, that’s what I want, and I don’t 
want you to show me anything 
higher.” And this was not all the 
man customer said. He told the 
young salesman that he himself had 
had an experience with a customer 
the day before; the man came to his 
office to buy a thousand bricks at a 
certain price; that he started to 
show him better grade bricks at 
higher prices, and in reply his cus- 
tomer got sore and told the brick 
salesman to go to h—. “Now, young 














customer is irritable, talk 


“Current Events” 


If a 


man,” said the customer, “I’m not 
going to say the same thing to you, 
but this will be a lesson to you.” 
Then Salesman Magdovitz started 
in quickly, and in a courteous man- 
ner said to the irritated customer: 
“You will admit that it is human 
nature to show a customer some- 
thing better,” and after receiving a 
reply in the affirmative, further 
soothed the customer’s ruffled feel- 
ings to such an extent that by talk- 
ing current events the man bought 
both the $3.49 and the $4.99 shoes, 
thanked Salesman Magdovitz for the 
service and now is one of The Shoe 
Market’s best customers. 
















































I'd rather lose the sale than sell you 
a pair of poorly fitted shoes 


Here are excerpts from some 
“Honorable Mention” answers: 


She Showed the Goods 


If there had been a third prize it 
would have certainly been awarded 
to Miss Rose Shur, at Glick’s Shoe 
Shop, West Chester, Pa., who sold 
the fashionably dressed woman who 
was “going in town” to buy, and who 
was “just looking,” two pairs of 
shoes, three pairs of hose, and in- 
terested her daughter and husband, 
who accompanied her, so that she 



















Tell us about your largest acces- 
sories’ sale—and how you “made” it 


was assured of future sales. Miss 
Shur asked her visitors to be seated 
and she would be pleased to give 
them an idea of the variety and 
style carried, and added: “Although 
this is a small town, and a smart 
number goes quickly, we see to it 
that all shoes, which are especially 
made for Glick’s, are designed to 
give customers individuality, and 
that not more than a dozen pairs of 
any one style are made up.” 














Convince customers that you are 
telling the truth 
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This is the season of the year 
when shoe accessories may be 
profitably suggested. Shoe store 
accessories today cover a wider 
range of merchandise than ever 
before. In addition to cleaners 
and shoe polishes, shoe laces, 
button hooks, shoe horns, and 
buckles, many stores’ carry 
leather bags and various novel- 
ties. Practically every shoe store 
in the country carries hosiery, 
and while we do not classify hos- 
iery as an accessory, neverthe- 
less accessories are many times 
found in the hosiery department, 
and so we are putting the ques- 
tion in the above-mentioned man- 
ner. Many stores have “Hosiery 
Selling Contests” and “Shoe 
Findings Selling Contests” with 
sales quotas published on the 
bulletin boards. Tell us about 
your part in these contests and 
what sales record you made. 





The June Prize Problem Will 
Bring $15 to Retail Shoe 
Salespeople 






What Has Been Your Largest Week’s Sales on 
Hosiery and Footwear Accessories— How 
Did You Do It? 





The question is— 

What Has Been Your Largest 
Week’s Sales on Hosiery and Foot- 
year Accessories. How Did You 
Do It? 

Ten dollars for the best an- 
swers to the current problem. 

Five dollars to the second best. 
Poor composition and bad spell- 
ing are secondary considerations. 

Cash prizes of $15.00 will be 
distributed to the two retail shoe 
salespersons who give us_ the 
best answers. 

SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN JUNE 13. 

Winners will be anonunced in 
this department June 25, 1927. 
Only men and women actually 
engaged in selling shoes and 
hosiery at retail are eligible to 
enter this contest. 





& 





They Talk Fit 

Victor J. Marks, salesman at the 
Marks Shoe Store, Danville, Pa., said 
that his most profitable shoe selling 
argument was “the fitting qualities 
of Marks’ shoes,” which succeeded 
in a recent instance with a new 
woman customer who was hard to 
fit and who bought several pairs of 
shoes then and has come to the store 
several times since; she has also 
sent many customers to the store. 

N. J. Mirabile, Jr., salesman at N. 
J. Mirabile’s shoe store, Thompson- 
ville, Conn., has sold many pairs of 
shoes for his store, and has made 
many repeat customers, by the argu- 
ment, “I’d rather lose your sale than 
to sell you a pair of shoes that are 
poorly fitted.” 

Jules Hoffman, salesman at the 
Cinderella Shoe Store, St. Louis, has 
sold nine people out of ten who came 
into the store by constantly talking 
fitting, comfort and style. 

Dave Wiener, salesman at Krauss 
& Moskowitz’s, Bronx, New York 
City, finds that his best argument in 
selling men’s, women’s and children’s 
shoes is “A perfect fit.” 


M. K. McKendrick, foot fitter at 
the McKendrick Shoe Co., Salt Lake 
City, considers his most profitable 
shoe selling argument “More by the 
pair—less by the year,” and con- 
tinues: “The fit is the most profit- 
able shoe selling argument.” 

Mexico Lauds American Shoes 

Alfred Escaip, Libertad 5, Chi- 
cuahua, Chihuahua, Mexico, who 
sent his answer by air mail, has been 
selling footwear in his father’s store 
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The salesman is patient with the 
customer, even though the clock ts 
ticking off commissions 


ever since the shoe department was 
added three years ago. He has sent 
us several excellent answers to our 
probems, but they have all arrived 
after “The Retail Shoe Salesman” 
went to press, with the exception of 
his last air mail message, to which 
we are awarding honorable mention. 
Sefior Escaip said, in part: “It is 
in buying that the secret of good 
business lies. It is only a ques- 
tion of time when everybody in 


town will know that we sell only 
the best grades of American-made 
shoes at a good price. We emphasize 
to the customer the name of the re- 
putable manufacturer from whom 


we buy, our guarantee, and the price 
which insures quality, and that we 
have fitted the customer to the very 
shoe which he or she came in to buy. 
This argument always makes them 
come back for more.” 


He Sold the “Impossible” Lady 


Roy Phillips, salesman at the 
Economy Shoe Store, Inc., Jackson- 
ville, Fla., sold a customer who said 
“I would not take that shoe if you 
gave it to me” by measuring her 
foot, assuring her that the pair of 
oxfords with steel arch built in 
fitted her, and when the lady com- 
plained that they were not dressy, 
Salesman Phillips answered: “You 
can use these shoes better than you 
can use a pair of crutches. Don’t 
you think so?” The lady not only 
took the shoes, but has come back 
for more; told a neighbor that “No 
one else but Salesman Phillips would 
ever fit her,” and has sent a dozen 
customers to the store. 


Talks Service, Style and Comfort 


Florence K. Owens, saleswoman at 
Fuquay’s, Lake Worth, Fla., sold a 
lady who came into the store “just 
to look at some shoes and inquire 
about prices, but not ready to buy 
now,” by trying on a pair of shoes, 
taking careful measurements of her 


feet, with the remark, “I always 
want a shoe to fit just right.” Mrs. 
Owens’s sales slogan is, “Talk style, 
service and comfort.” 


Hazelle Gostin Gets Customer's 
Viewpoint 


ATLANTA, Ga.—Two years ago 
Samuel B. Edison, one of the five 
Edison brothers operating the chain 
of ten Chandler Boot Shops, em- 
ployed a modest miss of eighteen 
years to tabulate sales tickets in the 
office of the company amid a large 
group of other girls. Today this 
young lady, Miss Hazelle Gostin, is 


Meet Miss Haszelle Gostin, 
of Atlanta, Ga., who in- 
spires the sales force of 
the ten Chandler Boot 
Shops to sell more pairs 
through her sales quota 
charts, original bulletins, 
and follow-up letters 


in complete charge of the sales pro- 
motion of ten hosiery departments 
within the chain that has attained a 
volume close to $500,000, with the 
phenomenal record of a_twice-a- 
month turnover. The story of Miss 
Gostin’s progress is the timeworn 
tale of ability, ambition and adapta- 
tion to her work, plus enthusiasm. 

When Samuel Edison undertook 
the promotion of the hosiery depart- 
ments in the Chandler stores, he se- 
lected Miss Gostin to maintain the 


59 


buying sheets and also the charts 
showing the movement of hosiery 
stock. Miss Gostin applied herself 
to the study of these records until 
she became intimate with hosiery 
selling. The charts became fasci- 
nating to her and she made many 
recommendations for improvements 
which were sound and practical and 
tended to increase sales as well as 
to reduce inventories. 


A Sales Stimulater 


Miss Gostin made a visit to all 
stores in the chain, becoming per- 
sonally acquainted with the heads of 
the hosiery departments of each 
store and studying each department 
from the woman shopper’s view- 
point. This inspection trip estab- 
lished for her an intimate knowledge 
of each department and its person- 
nel, which intimacy she has since 
maintained by subsequent exchanges 
of letters. Her stimulating mail 
messages and weekly bulletins upon 
the selling of hose has been inspira- 
tional and have resulted in more 
pairs of hosiery being sold. Miss 
Gostin, by watching her records, has 
shorn the inventories of all dubious 
selling brands and has confined ho- 
siery classifications to the closest 
concentrated point, attaining a re- 
markable turnover of hosiery. Her 
success in supervising these hosiery 
departments caused the firm to ap- 
ply her sales methods to shoe selling. 


Ability and Ambition Win 


Miss Gostin maintains similar 
charts of the shoe salesmen, show- 
ing their records of sales and follow- 
ing these up with personal letters 
and bulletins to the stores. Each 
store has a board in a visible loca- 
tion where these letters and bulle- 
tins are posted. Miss Gostin at- 
tributes much of her success in ob- 
taining results to the fact that she 
labors under the profitable illusion 
that she is a customer and not a 
member of the concern. Her every 
utterance is made entirely from the 
customer’s point of view. 











Argue style, service, and comfort 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


RED M. SCHURR, who covers Wis- 

consin for the F. Mayer Shoe Co., 
carried off first honors in the recently 
held Martha Washington Arch Support 
Shoe contest. The first prize for sell- 
ing the most Martha Washingtons 
went to F. O. Hoppenrath, who travels 
sections of Colorado, Arizona and 
Texas. E. H. Minor, who makes Iowa, 
won first prize for selling the largest 
number of Maisonettes. Checks for $50 
were awarded to each prize winner. 


H. NYLAN- 
* DER repre- 
sents the Krip- 
pendorf-Dittmann 
Co. in northern 
Missouri, Ne- 
braska and the 
greater portion of 
Iowa. Mr. Nylan- 
der has traveled 
in Iowa and Ne- 
braska for seven 
years. He knows 
the trade _ thor- 
oughly, has al- 
ways sold wo- 
men’s shoes in the Krippendorf-Ditt- 
mann Co.’s grades, and is well posted 
on the style trend as to lasts, patterns 
and materials. He has the entire con- 
fidence of his retail shoe merchant cus- 
tomers. 


C. H. Nylander 


But SOBEL, who represents the 
Bond Shoe Co. of New York and 
Lynn, is in the Southland on a trip 
through that section. Bill will stop off 
on his return trip at Kansas City and 
St. Louis, and will return North again 
about June 10. 


HESTER A. 

W OO DBINE 
represents the 
Thos. D. Mackey 
Co., Inc., of Brook- 
lyn, N. Y., in the 
principal cities of 
the East. Mr. 
Woodbine makes 
his headquarters at 
the Marbridge 
Building, Thirty- 
fourth Street, at 
Broadway. Prior 
to making the 
Mackey connec- 
tion, Mr. Woodbine was for 17 years 
associated with Upham Bros. as fac- 
tory and sales executive. Through his 
long association with styling and sell- 
ing women’s shoes he knows what the 
public wants and has built up a splen- 
did reputation as a good merchandising 
counsellor. His many friends among 
the merchants in the section which he 
is covering are “listening in” closely to 


Chester A. Woodbine 


By HELEN M. HANEY 


what Chester Woodbine has to tell 
them and show them. In his new con- 
nection he will also keep in close touch 
with the Mackey factory, which he says 
has grown fast in its five years of 
existence and is still growing. ‘The 
Mackey company is always busy,” said 

A. on a recent call at the RECORDER 
office. “We are now making 550 pairs 
per day.” 


[= Chicago Shoe Travelers held a 
big “get-together” at the Elks Club 
recently. The speaker was Carl 
Englund, president of the Shoe Divi- 
sion of the Chicago Association of 
Credit Men, a “top liner,” who gave a 
fine talk, with “straight-from-the- 
shoulder” selling arguments of practi- 
cal value to the shoe travelers. In ad- 
dition to Mr. Englund’s address, there 
was a fun program, “a double all star 
bill” being presented to the members 
by President Sam G. Solomon, who is 
certainly making things attractive for 
the boys of “The Windy City.” B.C 
Bowen, vice-pres. of the RECORDER, was 
toastmaster. Among the guests were 
Harry Revare and Mr. Schmidt of the 
Excelsior Shoe Co. About 60 members 
were present, who voted to continue 
these evening meetings six times a year. 


B. CAHILL, JR., who travels 

¢ Southern territory for the Cahill 
Shoe Co., recently welcomed to his Cin- 
cinnati home a new arrival, namely, a 
new nine pound shoeman. 


IDNEY STRAUSS has recently 

joined the sales force of J. Heil- 
brunn & Sons, Inc., of Rochester, and 
will cover New York, Pennsyivania and 
Ohio. He succeeds Joe Brooks, who is 
now sales manager of the Crescent 
Children’s Shoe Co. of Rochester. 


AMES R. BUSLEY, of Chicago, 

known to his many friends in the 
trade as Jim Busley, has joined the 
sales force of the Boyden Shoe Co., 
Inc., of Newark, N. J. His reputation 
as a shoeman is of the best, and for the 
past twenty or more years Jim Bus- 
ley’s name and that of the James A. 
Banister Company have gone hand in 
hand through the Middle West, where 
Jim is now representing the new line of 
the “New” Boyden Company. 


M. GORDON, who traveled the 

¢ greater part of South Carolina 
for the United States Rubber Co. for 
several years, carrying the footwear 
and clothing lines of this company and 
then quit to enter the clothing business 
on his own account, has returned to the 
company, and will cover his old terri- 
tory with the same merchandise. 


D°% RICKARD again leads the E. 
P. Reed & Co. sales force of 17 
men, with the highest sales score of 
the season. Don, son of Martin J. 
Rickard, superintendent of E. P. Reed 
& Co., covers the Pacific Coast, and has 
for his slogan, “Sell the Best Mer- 
chants Always.” Don has proved that 
he is a good style and volume seller 
“picker,” and his many friends among 
the merchants know that when Don 
says, “That’s that—” IT’S SO! 


HIS is a new 

photo of Don- 
ald T. Bass, who, 
as we reported last 
week, is a_ special 
representative of 
the Krippendorf- 
Dittmann Company 
on Arch-O-Pedic 
shoes and also a 
special line of Or- 
thopedic types. He 
will work points 
from the Missis- 
sippi east. Mr. Bass 
2 has had thorough 
training on work of this kind, under- 
stands foot anatomy perfectly, and is 
a good student of shoes of this type. 


Donald T. Bass 


HARLES M. FARTHING, of the 

Pacific Coast, recently joined the 
Stanley Duttenhofer Shoe Co.’s sales 
force, and will cover the West Coast, 
with headquarters at Los Angeles. Mr. 
Farthing will show his line at the Cali- 
fornia convention, which will be held 
at the St. Francis Hotel, San Fran- 
cisco, June 13-15. 


AX STEIN- 
FELD, for 
several years sales 
representative for 
Strassburger- 
Stiles, Inc., Brook- 
lyn, is now repre- 
senting Seymour 
Troy & Co., also of 
Brooklyn. He will 
cover the same ter- 
ritory with the 
o. line as he di 
aman Sage with the Strass- 
burger-Stiles, Inc., line. 


AURICE R. CHAMBERS, who 

for several years covered Iowa, 
Missouri and Kansas for the Pedigo- 
Weber Shoe Co., has resigned to be- 
come prominently identified with a St. 
Louis finance corporation. His father, 
J. B. Chambers, who, with his son, had 
been successfully selling Pedigo-Weber 
line of shoes in six States of the Union, 
will continue to sell them. 
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Always Salable because it is 
Always Comfortable 


This three button pattern that we 
are illustrating is a shoe you can 
depend on, when it becomes a 
question of supplying your cus- 
tomer with a shoe that is abso- 


lutely comfortable. 


Built on our wonderful fitting 309 


last, it is a good fitter on average 


IN STOCK 


Three button cut out slipper, 309 (com- 
bination) last, 14/8 Wingfoot Cuban heel. 
Goodyear welt. Arch-supporting shank. 


B1931—Black Glazed Kid 

B1932—Patent Leather with a glazed 
kid apron 

B1942—Sorrel Tan Kid 


Widths AAAA to EEE 
Sizes 1 to 11 


ee 


feet, and, in addition, will fit the 
low instep or narrow heel that per- 
sists in slipping in the ordinary 


shoe. 


We have been very particular with 
the draft of this pattern and you 
will find it unusually satisfactory 
as regards the heel fit, ankle fit and 


the adjustment of the buttons. 


e 





37 Canal St., Rochester, N. Y. 
Chicago Ofice: 189 W. Madison St. 
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B. ROWLEY, secretary-treasurer 

* of the Rochester Association of 
Traveling Shoe Salesmen, reports that 
he has now over 21 new members on 
the books of this organization as a re- 
sult of the recent drive and a consti- 
tutional amendment broadening the 
classes of salesmen eligible for mem- 
bership. 


ARES F. KENNETT (Mrs. C. Ho- 
bert), publicity chairman, reports 
that members of the Ladies’ Auxiliary 
of the Northwestern Shoe Travelers’ 
Association, recently held their annual 
luncheon at one of the new and attrac- 
tive Minneapolis tearooms. The table 
decorations were in pink and white, 
with a centerpiece of sweet peas in 
the same shades. The head of the so- 
cial committee, Mrs. W. R. Follansbee, 
was chairman of the luncheon. The 
chief order of business discussed at the 
luncheon was the annual picnic, sched- 
uled for Antlers’ Park, July 3, in which 
members of the auxiliary and their 
families will participate. The luncheon 
meeting concluded the “get-togethers” 
of the Auxiliary until Oct. 6, when the 
ladies will again meet to sew for char- 
ity as in the past. 


46OE” CARRUTHERS was recently 

advanced to the position of sales 
manager of the Dunn & McCarthy Co.’s 
division, having the merchandising of 
the “Enna Jettick” shoes in charge. A 
large force of salesmen will present 
this shoe to the trade. Joe was for- 
merly, for a number of years, a mem- 
ber of the selling staff of the Dunn & 
McCarthy Co. 


ILLIAM J. KEEFFE, known to 
buyers over a wide stretch of the 
country as Bill Keeffe, has recently ac- 
quired a financial interest in the Ber- 
gen-Rindge Co. of Auburn, N. Y. Bill 
formerly represented The Menihan Co. 


RANK J. WEBER, the newly ap- 

pointed secretary for the Cincinnati 
Shoe Travelers’ Association, and past 
president of the N. S. T. A., formerly 
representing the Weber Bros. Shoe Co., 
now represents the Sam B. Wolf Sons 
Shoe Co. line in Kentucky, southern 
Ohio, southern Indiana and southern 
Illinois. Frank reports that he is meet- 
ing with a splendid reception on his 
new line. 


‘THE following is the list of shoe 
travelers who will show the lines of 
their houses at the Illinois Shoe Re- 
tailers’ Association Convention, to be 
held in Danville, June 20-22: Judge 
Gary, with Walter Booth Shoe Co.; 
Mr. Perez, George W. Baker Shoe Co.; 
Wm. Fassig, Boyd-Welsh Shoe Co.; F. 
H. Richards, Brown Shoe Co.; C. E. 
Williams, Converse Rubber Shoe Co.; 
W. R. Cain, Bradford’s Shoe Co.; Geo. 
Hewitt, Creel, Mauldin & Chambers, 
Inc.; Chas. Hemming, John Ebberts 
Shoe Co., Inc.; F. P. Dolson, Endicott- 
Johnson Corp.; E. M. Kerr, Everett- 
Barron Co.; Otto Triebel, Excelsior 
Shoe Co.; W. G. Cushing, Field & Flint 
Co.; Roy McCarthy, C. P. Ford Shoe 
Co.; E. Sinsheimer, Freeman Shoe Co.; 
C. A. Swanagan, Freeman, Beddow 
Shoe Mfg. Co.; C. F. Baker, Friedman- 
Shelby Shoe Co.; W. B. Doherty, H. C. 
Godman Co.; R. G. Edwards, Goodyear 
India Rubber Selling Co.; D. J. Tobin, 
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Gray Bros., Inc.; D. W. Christian, 
Groves & Rood; Dan Woods, Hamilton- 
Brown Shoe Co.; S. P. McClenathan, 
Helmholtz Shoe Co.; C. W. Scruggs, 
Interstate Shoe Co.; G. Eneichen, 
Jellerson-Rafters Shoe Co.; Carl 
Connor, Johnson, Stephens & Shinkle 
Shoe Co.; J. T. Terry, The A. S. 
Kreider Co., Inc.; B. J. Cohen, Lape 
& Adler Co.; J. G. Mazur, Alfred J. 
Sweet, Inc.; E. E. Snell, Marion Shoe 
Co.; G. T. Reed, Marion Rubber Co.; 
G. E. Lippmann, John Meier Shoe 
Co.; H. L. Kincaide, J. I. Melanson & 
Sons, Corp.; R. K. Henery, Mishawaka 
Rubber Co.; D. W. Ackerman, Moore 
Shoe Co.; Jimmie Blythe, Monroe Shoe 
Co.; Geo. Becker, Murphy & Saval 





Bob Emmet, Sr. 


Bob Emmet, Sr., is New England repre- 
sentative for the Interstate Shoe Co. Mr. 
Emmet was recently interviewed just as he 
was leaving on a trip, and had the inter- 
esting news to impart that his friend, 
George L. Sloan, had been appointed 
specialty man on “Prop-her Arch” women’s 
shoes of the Interstate Shoe Co., with ter- 
ritory in New England, Northern New 
York State, and Canada, as was announced 
in these columns, last week. Bob speaks 
in the highest terms of Ceorge Sloan's 
ability and character who he says has 
made a thorough study of corrective foot. 
wear for women. He also says “The 
Prop-her-Arch line is a new feature with 
the Interstate Shoe Co. but its success is 
already assured if we are to judge by the 
number of merchants all over the country 
who are applying for exclusive agencies 
on this popular-priced product.” 

A word about Bob Emmet, Sr., 
himself is interesting. Bob, like 
his friend George Sloan, is a Bos- 
ton boy, a graduate of its public 
schools, and began his shoe career 
immediately after his school days. 
Bob has been connected with the 
retailing, w ing and manu- 
facturing of footwear; at one 
time, was ge manager of 
a large chain of shoe stores. He 
has also been the buyer and pub- 
licity man for one of the largest 
retail shoe firms in this country. 
Bob has three boys, all products 
of Boston College. Bob, Jr., is 
with the Watson Shoe Co.; Tom is 
one of the publicity men for the 
City of Detroit; Francis is a mari- 
time law student, and has sailed 
twice around the world. Bob’s 
brother is the Rev. Thomas A. 
Emmet, S. J., President of George- 
town University Prep. School. 
Bob says that he is proud to be a 
descendant of the great Irish pa- 
triot, Robert Emmet, Jr., for 
whom he was named. 

Bob commenced his traveling 
career with Batchelder & Lincoln; 
later he represented Winch Bros., 
and then A. M. Creighton. From 
the last-named house, he joined 
the salesforce of his present con- 
nection—The Interstate Shoe Co. 
Bob Emmet, Sr., is one of the 
most men traveling out 
of the Boston market. 
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Shoe Mfg. Co.; E. A. Nuoffer, Nunn, 
Bush & Weldon Co.; N. A. Paris, N. 
A. Paris Shoe Co.; Martin Scherff, 
Pedigo-Weber Shoe Co.; O. B. Boyd, 
Peters Shoe Co., Branch of the Inter- 
national Shoe Co.; J. T. Hubbs, Racine 
Shoe Co.; Kenneth Romig, Krohn- 
Fechheimer Co.; Ralph Stadeker, E. P. 
Reed Shoe Co.; F. T. Flood, Rice- 
O’Neill Shoe Co.; Orville Romig, Rich 
Shoe Co.; Ed. Teshner, Rickard Shoe 
Co.; B. S. Craggs, Samuels Shoe Co.; 
Art Weidman, Scheiffele Shoe Mfg. 
Co.; Frank Selz, Selz-Schwab Shoe 
Co.; Jack Saunders, Sherwood Shoe 
Co.; A. H. Hubbard, Simplex Shoe Co.; 
J. S. Freeling, Sinbac Shoe Mfg. Co.; 
F. E. Willis, L. D. Stickles Shoe Co.; 
Claude Denton, Thomson-Crooker Shoe 
Co.; G. H. Rice, Tober-Saifer Shoe Co.; 
John Flaut, Tweedie Footwear Corp.; 

. N. Page, Union Shoe Co.; Mr. 
Walker, United States Rubber Co.; 
L. K. Desmond, W. A. Withers Shoe 
Co.; Charles E. Wilson, representing 
— Goodwill Shoe Co., and Cosy-Foot 

oes. 


ILL GESSING, who covers Ala- 

bama, Kentucky, Mississippi and 
Tennessee for the P. Sullivan Shoe Co., 
Cincinnati, has been passing around 
cigars recently. The reason is the ar- 
rival this month at his home of a very 
young lady. 


E. McELROY, who covers the Cape 

¢ district of Massachusetts for the 
Converse Rubber Shoe Co. of Malden, 
Mass., was erroneously reported in the 
RECORDER of April 23 as representing 
in that district another rubber shoe 
company. This was a mistake, pure 
and simple, as J. E. McElroy, one of 
the best known rubber shoe salesmen 
in “The Old Bay State,” is very much 
identified with the Converse folks 
through his good work and _ wide 
acquaintance with merchants from 
Quincy, Mass., southward. J. E. under- 
stands thoroughly the wants of the 
trade, as he was formerly a buyer of 
rubber and canvas rubber soled shoes 
himself, having been connected with 
the old Magrane, Houston Co. of Bos- 
ton. 


HE Muskin Shoe Co.’s sales force 

recently met for a conference, and 
now with renewed enthusiasm from the 
many good ideas and splendid reception 
accorded to them at the home factory, 
are already sending in good business. 
Jesse M. Halle, president of the com- 
pany, was voted “The Best Prexy 
Ever.” This is the salesmen’s line-up: 
Edward Roseman, the Pacific Coast; 
Sam and Dave Abrahams, the large 
cities in Pennsylvania, Virginia and 
also Washington; J. J. Croner, Florida, 
Georgia and the Carolinas; Jack Levin, 
West Virginia and Indiana; K. L. 
Sachse, Michigan; E. J. Howard, Ohio; 
Fred Friedman, northern and western 
Pennsylvania; W. W. Applegarth, 
Maryland, Delaware and New Jersey; 
Theo. Mundlein, Baltimore and Wash- 
ington; Sam B. Herzfeld, the Lower 
Mississippi Valley. 


B. TOMPKINS, who formerly 

* represented the Hanover Rubber 

Co., is now with the heel and cement 

sales staff of the Firestone Footwear 

Co. and will make his headquarters at 
210 Lincoln Street, Boston. 
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Do Too Many Styles 
Confuse 
Your Customers? 





The sale was almost made. Jim and his mother had asked for Keds. The sales- 
man had slipped the shoe on. They were satisfied with the style—but the boy 
needed a size smaller. The salesman was forced to return with two shoes—of the 
correct size but of different makes. 
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Too many styles, and broken stocks on all, was the trouble. 


How many times does this wasted reselling of an already sold customer take 
place in the shoe store carrying too many different brands? How many times have 
customers become confused with a situation just like this? Confine your purchases 
to fewer brands. Don’t duplicate styles. Carrying too many different lines of sim- 
ilar shoes hurts any retail shoe business. 


In Keds, the United States Rubber Company offers one good way to help solve 
this difficulty. Keds is the most complete and best-known line of fabric rubber-soled 
shoes manufactured. Keds is the standard by which all fabric rubber-soled shoes 
are judged. Keds is the name the public uses more often than any other to indi- 
cate its brand preference for sport shoes. 


Buy Keds. 





United States @ Rubber Company 
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A Men’s 
“Rubber Heeled 
Shoe Week” 

Will Sell 


More Pairs. 


For June, Feature Foot- 


wear for Walking and 


Talk About Sport 


“Hikes” for Health 


OST men like rubber heeled 
Mrs And in this state- 

ment we include both the 
young and middle aged man, as well 
as the older man. This is self-evi- 
dent when we find, by consulting the 
latest statistics, that the rubber heel 
production of the United States has 
now reached the 300,000,000-pair- 
per-year mark, with a value of over 
$20,000,000. A big buyer of men’s 
shoes retailing from $3.95 to $7 re- 
ports that practically every pair is 
equipped with rubber heels. Many 
men’s shoe factories making both 
medium and high-grade footwear 
attach rubber heels to their manu- 
factured goods to the extent of 95 
per cent; while other factories 
making the highest grades of men’s 
shoes send out their product minus 
rubber heels. A conservative aver- 
age of the total output of men’s 
shoes, including all grades, equipped 
with rubber heels may be stated as 
80 per cent. Some shoe manufac- 
turers have rubber heels made under 
their own private brand, and all 
rubber heels are now, in almost 
every instance, built into men’s 
shoes at the factory. 


O great has been the demand for 

men’s shoes equipped with rub- 
ber heels that rubber companies have 
devoted themselves assiduously to 
making and baking them, like the 
busy housewife’s biscuits; and just 
as fast as they can be turned out of 
the great ovens, they have been lit- 
erally “gobbled up” by the hungry 
consumer. And so, retail shoe mer- 
chants as a whole have not felt that 
it was necessary to talk much about 
the fact that their men’s shoes are 


BOOT AND SHOE RECORDER 


A suggestion for a men’s shoe trim, featuring rubber heels 


furnished to the public with rubber 
heels, for the same money, as the 
same grade of shoes would cost the 
public without rubber heels. And 
yet, more pairs of men’s shoes might 
be sold, if their rubber heels were 
“kicked up a bit” to the men folks 
in any community as “An extra ser- 
vice and comfort feature that costs 
no extra money.” 


HE picture on this page illus- 

trates how a retail shoe mer- 
chant may call attention to the fact 
that his men’s rubber heeled shoes 
are worn by young men who are 
good dressers, “just the same as the 
young man in the store window.” 
In this way the merchant may ideal- 
ize and cause the consumer to con- 





WEAR RUBBER-HEELED 
SHOES 
(Men’s Window Card Copy) 


June is the ideal season of 
the year for walking. Walk- 
ing is a sport that all can en- 
joy. Every doctor in the world 
urges folks to walk, if they 
would live long and keep 
strong and healthy. There is 
no form of exercise more 
beneficial to mind or body. 
Make up your mind to begin 
this June to devote a part of 
each day to a Walk for Good 
Health. A man is as young as 
his feet—and you can keep 
them young by walking. Walk 
in the Sunshine—or Walk in 
the Rain—but always Walk 
in Rubber Heeled Shoes. 











centrate on his rubber heeled shoes. 
These attractive and practical shoe 
accessories, placed on display 
stands, to the right and left and in 
front of the well dressed young man 
in the picture, are being approved of 
by him, for he shows by his pose 
that he is wearing shoes with rub- 
ber heels and that his’ shoes, 
equipped with rubber heels, are part 
and parcel of his “snappy” wearing 
apparel. Two neatly framed window 
cards, one showing a college boy and 
girl hiking in rubber heeled shoes 
and the other showing a young man 
shod in “Rubber Heels of Youth,” 
make a strong appeal to the mer- 
chant’s men’s trade. The atmos- 
phere of the outdoors is plainly con- 
veyed to the man window shopper— 
the young man has a cane and is 
all ready to start forth, fashionably 
clad and shod, on a June-day walk in 
rubber heeled shoes. 


WEEK or two each spring and 

fall may well be given by the 
merchant to concentrating on rub- 
ber heeled shoes as walking footwear 
propositions. In all such _ trims, 
show the rubber heels themselves, in 
detached and detailed fashion. Em- 
phasize the fact that rubber heeled 
shoes are most desirable as walking 
shoes; that walking at this time of 
the year is a sport that all can en- 
joy; that walking is the least ex- 
pensive and the most health-giving 
of all outdoor sports. A window 
card placed beside the rubber heeled 
shoes for men might read as per the 
suggested copy on this page. 


“Confidence is the companion of 
success.” 
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OUR NEWEST STYLE 


— IN STOCK — 











5060— 81 to 11—B, C, D 
ee ee Se ee 3.60 


THE CATALINA 
SANDAL 


PATENT LEATHER—FULL WHITE 
LEATHER LINED 











Sizes 242 to 7—A, B, C. 
Sizes 3 to 7—AA. 
10/8 Celluloid Covered Wood Heel 














Mrs. A. R. KING, Inc. 
811 N. NINETEENTH STREET PHILADELPHIA, PA. 


OUR TRADE WILL LAST AS LONG AS BABIES ARE BORN WITHOUT SHOES 








a 
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Ask yourself this question 


“Does my Store Front do justice to 
the merchandise in it?” 


No MERCHANT anywhere can continue to grow without well- 
arranged show windows. Without one you pay for it many times 
over in profits lost to your competitor who has a correctly 
planned, modern front. More than 300,000 live merchants to- 
day are enjoying larger sales and profits with KawNEER SoLip 
CoppEr Fronts. They testify that it pays well to make such an 
investment. 

E. A. Parsons, Binghampton, New York, writes: 

“We consider the money spent on our KAWNEER FRonr is one 
of the most profitable investments we ever made. It has at- 
tracted widespread attention and has more than paid for itself.” 


KawnEEr Fronts are built to last a lifetime; adaptable to the 
needs of your location and your business. 

Learn more of the power of display. Send for free book, “How 
to Display Merchandise to Sell It.” 


Kawneer 


OLID COPPER 


STORE FRONTS 


See reverse side for store fronts suitable for your line of business 
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Plate Glass 


Protection 


The patented Kawneer re- 
silient (flexible) metal grip 
on the plate glass windows, 
prevents danger of break- 
age caused by vibration and 
wind pressure. This metal 
grip not only seals the joint 
but allows the plate glass to 
bend naturally under wind 
or other pressure. 


KAWNEER INSTALLATIONS 77 
Shoe Stores 


Whether your trade demands silver slippers or street shoes — 
modern window display facilities are a vital need. Telling is selling 
and showing your merchandise to people that pass your store is 
telling them your sales story in the most profitable way. The in- 
stallations shown on this page are all typical Kawneer Store Fronts. 
They indicate the various designs selected by these merchants as 
best suited to volume sales and success in their location. 


THE 


cawneer 


COM PANY 


Nixes, Micaican 





The Cost isn 
Prohibitive 


Good display is essentia 
volume sales. The better 
display, the more attrac 
is the merchandise. Lack 
display facilities there 
is costly. It pays to in 
in a Kawneer Store Frd 
because it pays for itself 
extra sales in a short ti 
The cost is not prohibit 





cars. 
from 
venie 


St 15 
t1Ve 

is essenti 
The better 
\ore attrac 
idise. Lack 
ties theref 
pays to in 
- Store Frq 
s for itself 
a short ti 
ot prohibit 


May 28, 1927 


BOOT AND SHOE RECORDER 








SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 








Double-Barrelled Findings Sales 


They Yield Profits and Help Sell Shoes 


ing which with reasonable ac- 

curacy shows what it costs to 
get customers, you can figure what 
it’s worth to hold them. Your com- 
petitor shows interest in customers 
while they are in his store—possibly 
as much as you do. 

If you want to show interest that 
“covers more territory” than his, 
let people see that yours begins, not 
ends, with the sale of the shoes. 
Show them that you care how those 
shoes will look after a month’s wear 
how they will keep their shape, re- 
tain their pleasing finish, remain 
comfortable. 

If you were selling automobiles 
you would give each customer a 
book explaining in minute detail 
how to take care of it. Yet a good 
many of your customers are far 
better posted on how to care for 
their cars than for their shoes. 

Give them good, practical in- 
formation on the practical care of 
the shoes they buy. They will ap- 
preciate your taking the pains to 
do this. They will be just as 
ready to buy the necessary things 
for the purpose as they are to 
buy the oil and polish for their 
cars. They will gladly buy them 
from you, for their own con- 
venience if for no other reason. 


I: you have a system of account- 


VERY common mistreatment 

of shoes is the application of 
polish over dirt or stain. Cus- 
tomers should be warned against 
shine parlors where this is done 
(which also is a tactful way of 
avoiding too broad a hint that 
they may do it themselves). 
Shoes should be shined regularly, 
but should always be clean when 
shined. Customers should be in- 
formed as to what is the right 
cleaner and dressing for the shoes 
they buy. They should be posted 
on when to use a “neutral’’ dress- 
ing and when one containing a 


Some shoe merchants have a shine 
service in the store. A good adver- 
tising and service plan is to give 
shoe customers a ticket for a certain 
number of shines. If there is a man 
in the store who can do this in addi- 
tion to other duties the shines will 
cost the house very little, while they 
will be worth much as a good will 
builder and sales stimulator. Prac- 
tical electric shining equipment, 
with foot rests that are down out of 
the way when not in use, can be se- 
cured for this purpose. 

Maximum wear and comfort is 
obtained from shoes when they are 
worn alternately with others—not 








For Your June 
Note Book 


June 1-4 

Call the salesfolk together and make 
sure that they are fully informed as to 
the styles that are to be dropped. Make 
every effort to clean these out entirely 
during June, so that the July inventory 
will find you with few styles and prac- 
tical size runs, ready for the clearance 
sale. 

Bathing slippers will bring in some new 
customers. Give them some window 
space. 

Feature shoes for the trousseau and 
make a special appeal to June Brides in 
both ads and windows. 


June 6-11 

Graduates should have your first atten- 
tion this week. Address your ads to 
them and feature graduations in the 
windows. 

Vacation needs fit in with school clos- 
ing. Push all sorts of shoes and findings 
that should be used on vacations. 

Get suitable decorations ready for the 
Fourth of July. 


June 13-18 

Flag Day, the 14th. Push appropriate 
footwear. Hosiery is a good drawing 
card now. The three-to-a-pair idea is 
growing popular and helps to increase the 
sales checks. 

Put plenty of emphasis on white shoes. 


June 20-30 

Give prominence to shoe ornaments. 
Show some pumps with and without some 
of the new modish bows attached, dem- 
onstrating how the addition of the bows 
changes the appearance of the pumps, 
so that the wardrobe appears to be 
enhanced by one pair of pumps. Also 
display some other seasonable ornaments. 

If some of the slow moving shoes are 
accumulating, reprice them now and in- 
crease the P. M’s. 








dye. 


the same pair every day. Shoes not 
in use (even if left standing for only 
one day) should be kept out of the 
sun and away from steam heat, cold 
or dampness. Shoe trees are more 
essential to keep shoes in shape than 
are clothes hangers to keep suits in 
press—yet nearly everyone has a 
hanger for every suit and very few, 
comparatively, have even one pair 
of shoe trees in the house. The 
simple explanation of this is that 
they have been educated up to 
clothes hangers but not to shoe trees. 
Here is a leak in service and in sales 
that should not continue. Shoe trees 
merit a place in every sales talk and 
on every sales check. 

Laces should have more atten- 
tion. Generally they give out be- 
fore any other part of the shoe, 
and inspire the first “kick.” This 
“kick”? seldom reaches the dealer 
but never helps him. It could be 
averted by either selling or giving 
an extra pair of laces with the 
shoes. This is especially desira- 
ble when laces of a special shade 
are required. Ladies could find 
room in their handbags for extra 
laces, which would often save 
them some embarrassment. 


HEN customers come in 

wearing shoes that are loose 
and rubbing at the heel they 
should be sold heel liners to pro- 
tect the hose. This is thoughtful 
service that’s appreciated—and is 
fairly profitable, too. Besides, new 
shoes may often be made to fit 
better by this means. 

Ornaments’ (bows, buckles, etc.) 
may not be thought of by the cus- 
tomer. They should be brought 
to her attention. 

Hosiery sales can be increased 
in most stores by the shoe sales- 
man suggesting something appro- 
priate for wear with the shoes 
selected. He can help by bring- 
ing the suggested hosiery to the 
customer. 
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AN INSTANTANEOUS HIT 


Snappy Style and Brilliant Color in 


VELVET BOWS 


“TO MAKE A SMART SHOE SMARTER” 


These novelty bows are selling at sight and calling for 
re-orders as fast as delivered. Order yours today. 


No. 9867....Dozen Pair, $4.20 


No. 9874.Dozen Pair, 83.60 


= 


—ii se © vr 


No. 9864....Dozen Pair, $6.00 


No. 9874 Made of silk velvet in popular shades as red, green, blue, 
orchid, henna, gold, gray, blonde, tan and black. Other numbers of 
silk velvet in red, blue or green combined with Brandt’s Rush leather, 
and: other colors with fancy leathers to match. 


ABE MANHEIMER & CO, Inc. 


Manufacturers and Importers of Shoe Ornaments 


Cook at Taylor Ave. St. Louis, Mo. 
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Send Friendly Letters to 
Graduates and Brides 


UNE is the month of graduates. 
June is the month of brides. 
Graduates need at least one new 


pair of shoes because they are gradu- 


ates. Brides-to-be need several pairs 
because they are brides-to-be and, as 
such, should have a trousseau. 

These are prospects who can be 
singled out for individual attention. 
Why not solicit them through let- 
ters? It is easy enough to obtain 
lists of grammar school, high school 
or college graduates. 

In the case of grammar schools 
you can also obtain the names of 
parents. The parents are the ones 
who really do the buying for these 
younger students. 

The mother is the logical one to 
address. 

Here is a suggestion for the let- 
ter: 


“Dear Mrs. 

“The forthcoming graduation is to 
be a most important milestone in the 
life of your ——————— (christian 
name of graduate). 

“Graduates are brought before the 
public in a memorable event. 

“The impressions they make 
may affect their whole lives. 

“Clothes play their part in creating 
that impression. 

“Naturally you will expect us to em- 
phasize particularly the SHOES—and 
so we will, for shoes ARE the founda- 
tion of the wardrobe. 

“The young folks at such a time as 
this greatly appreciate the interest 
their parents take in getting them 
properly prepared for the big occasion. 
Feeling that YOU will be interested in 
our specially selected groups of shoes 
for Graduation, we respectfully sug- 
gest that you come in and look them 
over at your earliest convenience. 

“Immediate purchase will not be 
urged. We will look forward with 
pleasure to your visit.” 


then 


Three objectives are aimed at in 
this suggested letter. 

First: Te sell the parent on the 
need of new shoes for the gradua- 
tion exercises. 

Second: To make a possibly un- 
decided parent feel free to walk in 
and look. 

Third: To get in a subtle hint that 
the mother might like to look into 
this shoe matter with a view to plan- 
ning a pleasant little surprise—thus 
providing an “alibi” for not ad- 
dressing the letter to the grad. 

It would be well to use a printed 
insert illustrating and describing 
some Shoes for Graduation, in sizes 


Letters Give a 
Personal Touch 
to 
Advertising 


suitable for grammar school stu- 
dents. 

Now, after the students have done 
their four years in high school they 
naturally feel quite grown up. They 
would likely resent your “talking 
shoe” to their parents, even though 
the parents foot the bills. They are 
blossoming forth as men and wo- 
men of decision—and will, them- 
selves, determine what they are to 
wear. 

So let’s govern ourselves accord- 
ingly and address ourselves directly 
to the grads of the high schools and 
colleges: 


“Dear Mr. (or Miss) ———————-: 

“Congratulations! 

“Here you are at the end of another 
lap in the race of life. 

“It’s a really BIG occasion 
yowll participate in on June ——. 

“We know you'll be particular about 
being properly shod for that event. 

“We are ready for you with a goodly 
variety of shoes that are distinctly ap- 
propriate—yet not too cut-and-dried, 
if you “get” what I mean. They ARE 
shoes for the occasion, but they also 
are shoes of CHARACTER. 

“Among them are several numbers 
that will fit YOUR individuality as 
well as your feet and your require- 
ments as regards cost. 

“The other footwear items you'll 
want on your vacation await you here, 
too. 

“I think you'll appreciate the pains 
we take in serving you. 

“We'll hope to have a call from you 
soon.” 


that 


The above letter may not be just 
the thing for every store—but the 
letter used should have a friend'y 
and informal tone. Don’t let it be 
too stiff and precise; and don’t “slop 
over” with high sounding phrases. 

It is worth while to use an at- 
tractive insert with shoe cuts and 
descriptions—not the same _ one 
used for the grammar school list, as 
this goes to older students. 

The brides will make a smaller 
list, but an important one! 

You can get the names from the 
engagement notices in the local 


paper. Take all those that are pub- 
lished during may except those an- 
nouncing May wedding dates. 

The bride should be appealed to 
somewhat in this manner: 


“Dear Miss ° 
“We wish to be of service to you in 
preparing for the great event which 
is so soon to take place. 
_ “There await you here a very pleas- 
ing variety of dainty among 
which are those most suited to com- 
plement your wedding costume. 

“And, looking ahead, we've provided 
a wide selection of correct footwear for 
outings, sports and all occasions. 

“Shoes are the foundation of the 
wardrobe, and we are confident that 
your visit here will result in your in- 
creased satisfaction with the complete- 
ness of your trousseau. 

“Should you care to do some looking 
before you are ready to buy, we want 
you to feel free to do so here. 

“With all good wishes, we are...” 

With this letter also it is advisa- 
ble to use an insert—in this case 
showing Footwear for the Trous- 
seau. 

This personalized advertising will 
bring you closer to your trade. It 
should be carried on through the- 
year, whenever a special appeal can 
be made to a definite list of potential 
customers. 


shoes, 


Something New in Price Ticket 
Holders 


St. Louis, Mo.—The 
M. D. Pollinger Co., Vic- 
toria Building, has re- 
cently put on the market 
and is distributing a new 
metal clip called ‘Polly 
Clip” to take the place of 
the old-fashioned common 
pin for the purpose of 
price tickets on shoes. 

How often does one hear a shoe 
merchant swearing” because he 
had to wade into his show windows 
in order to straighten out the price 
tickets that are held by pins! But 
the “Polly Clip” (illustrated) does 
away with the price ticket either 
being crooked or being turned front 
backwards. The outstanding fea- 
ture of the “Polly Clip” is that the 
price ticket can be tilted at any de- 
sired angle and its advantages are 
that it slips on and off the counter, 
the tongue and in between the laces 
of the shoe. 


displaying 


“ee 
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What GRAND RAPIDS STORE 
EQUIPMENT CORPORATION 
means to every Merchant 


OU—like every other merchant— 

consider store fixtures as an invest- 

ment—a very important one. This 
is true because store fixtures are re- 
garded as “tools of the trade” which ex- 
ert a very strong influence in moving 
merchandise. 


Recognizing the importance of these con- 
siderations, the Grand Rapids Store 
Equipment Corporation offers an organi- 
zation which is outstanding in the proper 
planning and equipping of stores. To 
say that this institution means much to 
the Merchants of America is putting it 
mildly—it means everything to them—to 
you. 


For, from the moment this greater or- 
ganization was founded from two pioneer 
planners and manufacturers of store 
equipment—the talent, the skill, the 
broadened manufacturing facilities of 
both organizations became focused upon 
one specialized service to every store, 
large and small. 


The experience of two organizations, 
each dating back a quarter of a century, 
was united. The best store planning 
brains, the masters of woodworking craft 
were brought together. Sales expense 
was minimized. Purchasing and manu- 
facturing economies were multiplied. 
Volume was increased. And, _ value, 
greater than was ever before possible, 
foot for foot, fixture for fixture, dollar 
for dollar, is now the net result. 


Every store proprietor can easily see why 
it is that the Grand Rapids Store Equip- 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 
GRAND RAPIDS, MICHIGAN 








The NEW-WAY 
METHOD in 
MERCHANDISING 


Pictured above is Berryman's Depart- 
ment Store, located in Charleroi, Penn- 
sylvania, a town of 10,000, 23 miles from 
Pittsburgh. Here is a typical example 
of a store which has applied New-Way 
Method Merchandising to offset 
nearby large town competition. It its 
concrete evidence of the manner in 
which our store planners operate suc- 
cessfully with stores, large and small, 
the one aim and object in view being to 
make their business more successful and 
more profitable. 


in 











ment Corporation can and does offer them 
superiority of construction which makes 
its first cost its last. For any article is 
but the product of the character, the 
ability and the integrity of its maker— 
no more, no less. 


features which 
that Grand 


compelling 
demands, 


Here are 
every merchant 


Rapids Store Equipment offers as none 
other. These are— 


Interchangeability which permits 
great flexibility of arrangement and re- 
arrangement. All parts, which are prac- 
tical, such as wall ‘cases, etc., are built 
in interlocking units. There is no waste 
in changes or additions as with the old 
solid type “nailed in” shelving and cases. 


Standardization. By a well known 
principle of manufacture, when a certain 
volume is reached, parts may be pro- 
duced in sufficient quantity to cut down 
the cost. Increased manufacturing facili- 
ties permit this method of manufacture. 
Through personal attention to each in- 
stallation individuality secured for 
each store. 


is 


Store Planning Service. This ser- 
vice, without obligation, is extended to 
every store of every size. It now com- 
prises experience based upon the plan- 
ning of thousands of successful stores. 
Branches located in most principal cities, 
make this service easily available. 


You can readily realize that the Grand 
Rapids Store Equipment Corporation 
means something very definite to you— 
in dollars and cents—in service—in 
quality—in integrity. This accounts fully 
for the fact that more and more mer- 
chants are lending their active support 
to an institution upon which they know 
they can rely. 


Mail coupon for our book “Method-in- 
Merchandising.” It is free. 











Succeeding 
THE GRAND RAPIDS 
SHOW CASE COMPANY 
and 
WELCH-WILMARTH 
CORPORATION 








Grand Rapids Store Equipment Corporation 

Grand Rapids, Michigan 2-5 
Gentlemen: Please send me your book, ‘‘Method-in-Mer- 
chandising,’’ without obligation. 


Firm 
Street 


Factories 
Grand Rapids, Portland, Ore 
Baltimore, New York City 
> @ 
Branch offices and representatives in 
most principal cities 
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Using Current News In Ads 


Chicago Stores Play Up the Derby 


m= 


4 om 





EVENS :& BROS 


A SMART STORE For SMART WOMEN 


Salon of ; A 
a wate & BAUER (4 
2 va 


| OPEN SANDALS | 





Phe Costume Bootery c\ : 


YINOR & GOLD! 
at 23 MADISON, East 


ce of America’s Foremost Footwe. 








footnotes by Stevens 


Thoroughbred F 
. eet at Churchill Do. 
astic Feet Dert wns. . 
the ” Par; + te ms _ @fticipative A 
: Victori 
These are the tat gines the crowd 


Nowrattnagrne | Cfor the Derby! |, 
SHOES—rirsy FLOOR—Wapasy é ae en 
PASTEL KID PU}? ™*S 


—— Wood Violet 
SRR 2gy - é 
Footwear of aristocratic chai} 


Platinum Gray 
16° 


Patent Leather ". 
Woodland Green 
FLOWERS TO MATCH THE FooTWEAl|® Shoes of the Hour 
“a unique and exclusive O-G feature et MICHIGAN AVEN ue AT MAD 
Fashion decrees, and O'Connor & Goldberg in: }:* 
troduce beautiful kid flowers for wear on tho 
coat or frock, in shades to match the footwear 


$3.50 
APPLE GREEN ~ ORCHID ~ LILAC ~ CORAL 




















ry by - 
Pf SNRs 
= PS FS A 


Y ai 


Wianee > 
EL 


TODAY - IN -THE~+ O-G - MADISON « STREET - SHOP 





ALSO PRESENTED IN THE O-G UPTOWN BOOTERY 
AT 4616 SHERIDAN ROAD - + - NEAR WILSON 











There is a pleasing divergence in the styles shown by some of Chicago's leading stores in one issue of 

the Tribune. For wear at the races, Stevens shows a “Winner” open at the shank. The O’Connor & 

Goldberg entry “for the Derby” is a smart pastel kid pump. Wolock & Bauer feature airy open san- 
dals. These ads ran May 9. 
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The Store that Sells Service Wins Our New Fall 


Flower Book— 


is now on the press and will be ready for 
mailing June 10th. It is the most complete 
flower book of display decoratives ever pub- 
lished. It contains hundreds of original and 
practical decorative designs for your Fall 
window and interior displays. Be sure and 
get your copy early, compare ideas and 
prices, and realize the full benefits of 
Schack’s Service. Send for Schack’s New 
Fall Flower Book now. 


raAcoo 


R t 
Your Customer Upon Reques 
Don’t Fail to Visit Our New Studio and 


Asks You Salesroom, 134 N. Robey St.—Main Floor 
—to recommend a dressing SCHACK 


to preserve the smart ap- 
pearance of her shoes, ARTIFICIAL FLOWER CO. 
fou’re going to be sure il , a 
aula right before you — Chicago a 
speak—you’re going to be 
certain that the dressing / ' 
you recommend will renew G } GRIP 
the color and not destroy Ns oH 
the finish. That is why 
Cinderella Dressings are The “One and Only” 
almost invariably recom- . Oxford Buckle! 
mended at stores that sell : 
Service, for Cinderella is S en oS. 
guaranteed not to injure Pg (| rn. pe vod footwear. Mh _— 
the finest leathers. You can , Aas gg agphten? allie 
recommend  Cinderella— { signs and finishes. 


safely. 











Your jobber can supply you. HOW IT WORKS: 

Open cover and slip laces 

in slot; gather laces under 

cover and close. Instantly 

attached. Fastens and con- 
ceals laces. 











Write for Trial As- 
sortment of a Dozen 
Pairs and Display 
Card, to be sent direct 
or through your 
jobber. 


“Restore Loveliness to 


AMBECOR 
CORP. 


321 Broadway 
New York City 


Footwear” 





EVERETT & BARRON CO., Providence, R. I. 
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S it your policy to call your customers’ attention to Shoe ‘I’rees 
after you have sold them shoes? There is no better Agency that 
keeps on giving service after the sale than Shoe Trees. 


The sale of a pair of Miller Shoe Trees means an extra profit 
and a satisfied customer. 


O.A.MILLER 
TREEING MACHINE CoO. 


Massachusetts 





Brockton 
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The fixtures illustrated are of 
“California” design, of genuine 
American Walnut, featuring 
dashes of color, or gold strip. 
ing No. 1840 Plateau, 
12”x24”x8” high is $16.00. 





Let Goodwin Fixtures 
oh? 2, Help Your Windows 


rat Mic 
ts Because Goodwin builds more shoe stores Iie—$5.25 
than any other manufacturer, he knows 36"—$5.75 
best what fixtures a shoe store should have. 
Goodwin Fixtures lend distinction to many 
of the finest stores. Most Goodwin Fix- 
tures are priced moderately. The catalog 
illustrates many styles—at many prices, on 


request. 


Shoe Store Fixtures 
Store Designers and Store Builders 


c L. GOODWIN & CO., Inc. WORCESTER, 











. This Is the Boot— 
The COLT AVIATOR 


The Brand WITH WHICH BOTH 


That Shows 
The Quality 


CAPT’N CHARLES A. LINDBERGH 


AND 


THE BYRD EXPEDITION 


TRANSATLANTIC FLIERS 
EQUIPPED THEMSELVES FOR THE “HOP” 


Another proof of the fact that those demanding everything that is 
best and newest by choice select the Colt Product. 


This boot is made of the highest grade willow calf, best sole leather, 
full calf lined, and patterned to be perfect form fitting. 


$18.00. Per Pair—In Stock 


The Aviator Boot 


593 Broadway 


COLT CROMWELL CO., INC. new york 
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Greater seating capacity — chairs in- 
terlock. 

a Greater beauty of finish and design. 

Greater comfort for your customers. 


Greater pao are guar- 


anteed against breakage. 
Greater economy in cost. 15 years of 
experience to serve and assist you. 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits.- Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 











AMERICAN SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 


book, *“New Styles in Shop Seating.” 
Name 

Address 

City 

, Anny to... 


‘intnitinintaimininints 





Gentlemen: Send me, without obligation, your helpful 32-page 








American Seating Company 


1016 Lytton Bldg. ff Chicago, Illinois 
Branch Offices: New York: R. 601-119 W. 40th St. 


Philadelphia: R. 703-1211 Chestnut St. Bosten: R. 302-69 Canal St. 
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A new pattern in Hempstead Brown 
Ooze, with Saddle Tan Calf Trim. 
Slide Buckie, 


Your customers are sure to be attracted by the exceptional beauty, nov- 
elty and style of Burrows footwear. 

Our latest line includes strikingly artistic patterns that have been en- 
thusiastically received by the trade—a sure indication that they will be 
popular with your customers. 


Burrows Shoe Co., Inc. 
ROCHESTER, N. Y. 





Just Completed, and the Outstanding 
Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway 
Times Square’s Finest Hotel 


PES EVEVE- Mbit db-db-dh: 


Jaz 


Within convenient walking distance to impor- 
tant business centers and theatres. Ideal transit 
facilities 


450 Rooms 450 Baths 


Every Room an Outside Room—with Two Large 
Windows 


iO. 60—Ten Crystal Calf Bal. Oxford, combination last, D is Large Single Rooms Size 11’ 6” x 20’ with bath. 
wide: 
9 to 13% $2.32 Be $4.00 per day 
Saas — yy x) For. Two, $5.00—Twin Beds, $6.00 


2% to 6 8% 5% 10 days 
6% to 10 3.2% 2% 80 days | Large Double Rooms, Twin Beds, Bath, 


No. S82—-Same in Black Crystal Calf. $6.00 per day 


. 23—Same last, in Tan Kip, D Wide: ise . 
. wie $2.15 : Special Weekly Rates 
2s a. seme: nal Furnishéd or Unfurnished Suites with serving 


2% to 6 2.60 5% 10 days = a 
8% >. i 280 5% 90 dare pantries, $95 to $150 per Month 


ESEETEIp 


es 22) 


LHS 


EVe=db-db-ahs4 bd 


3 


EAE Eab tah dbed 


Fe 


pesdESabsdt 


Makers of Boys’ Shoes Since 1906 Moderately Priced Restaurant featuring a peerless cuisine 


A few serviteries open. Illustrated booklet free on request 


HARRISON SHOE COMPANY ¢& . , 
186 Lincoln St., Room 808, Boston, Mass. CURTIS A. HALE, Managing Director 


UP PcabsabsdbsMsthcdbedbedbeWbs abies dhcd bedbsdbedbsd bd bad bed bathed bed bad badbeabediped 
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ROWENA 


“IN STEP WITH FASHION” 
For the Smart Trade 


HIS is our most popular Sandal Pump 
and has many claims to smartness — 
chief among them its simplicity. Shown 
in white kid with pearl patent trim on 
vamp, quarter and heel cover. Our 1300 
Reg. U. 8. Pat. Off last, 21/8 spike heel. 


May 28, 1927 





0 ii > 








This pattern also very effective in black 
patent leather with pearl patent trim. Can 
be made in all combinations of leather. 


MADE TO ORDER ONLY 


Four to Five Weeks Delivery 


W.H. LAMPE 
Shoe Co. 


SAINT LOUIS Manufacturers 





: 
3 
: 


= 
one 
1O 
= 


“IN STOCK” 
No. B420—Patent Leather, 17/8 
Spike Heel 2? 
No. B419—Same in Satin... .84.2 


That unusual touch—which sets the model apart from 
the ordinary run of style—is a distinguishing feature 
of each Ford creation. A flash of the bizarre, a unique 
interpretation of the style trend, a decidedly different 
treatment of a prevailing mode—they are all character- 


istic of the line. 
It is always a _ plea- 


sure to show samples. 


C. P. FORD & CO., Ince. 


ROCHESTER 
New York 
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26 STYLES 
alee «€6L LN SEC 


BG6S83—White Kid 
BGS2—Patent .....---- 
* on 66 29 B684—White Calf 
omnes Araby B26S—Parchment Kid.. 
Goodyear Welts 
66 A l f a’ 5) 


B774—Patent " _ 
B660—White Calf . Goodyear Welt 
B565—White Calf......85.00 * 
B179—White Calf with B773—Patent ........- 
White Grain Calf Trim .$5.00 B659—wWhite Kid 


“sé 9° lack Calf, Black 
Clare po ~ 5.00 
Casino T “Cl 39 
are 


Cuban and 
Spanish Heels 


21/8 Heel 


B733—Gun Metal Calf. . $4.50 


B708S—Patent Leather 
os Calf Pi 45 
ng) . B573—Black Satin 
= B572—Patent Leather.. 4. 2 _ 
B575—White Kid ‘ “Tein... “84.25 
B258S—Parchment Kid.. 5. B226— White Satin, 15/8 
B224—White Satin..... i Spanish Heel ... 4 


TY > “Speed” 
Terms 
Net 30 Days 
Cuban and Spike Heel 
B236G—Patent, 14/8 


Bae Patent THE MENIHAN COMPANY ,,.. .~. 


Spike Heel 
SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 
SN \ New York Office: 846 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
B. W. MOYLAN H. 8S. KUSHINS 
} Los Angeles Office: 107 East Sth Street 


Cleveland Office: 1599 Union Trust Bldg. 
A. F. JENKS Cc. E. VanDEGRIFT 


) \ Chicage Office: Majestic Hotel 
= F. J. SATEK 
bo ee Makers of Menihan Arch-Aid Shoe 
—\ VS Write for Agency Proposition 


~ _—~ 
SSS 
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Philadelphia Ass’n Discusses Move 
Against Foreign Made Shoes 


Forster Introduces “Unfair 
Competition” as Topic at 
Organization’s Meeting 


PHILADELPHIA, Pa. (UTPS)—Many 
of Philadelphia’s leading shoe retailers 
are in favor of handling only the 
American-made product. The problem 
of meeting what the merchants of this 
city term “unfair foreign competition” 
was introduced for consideration by 
President Albert Forster at the May 
meeting of the Philadelphia Shoe Re- 
tailers’ association and developed into 
one of the outstanding topics for dis- 
cussion. 

The meeting, the last of the winter 
series, was held in the store of I. 
Miller & Sons, 1225 Chestnut Street, 
and was well attended. R. D. Small, 
of the National Cash Register com- 


pany, speaker of the evening, gave an. 


enlightening talk on “Turnover,” in 
which he told the retailers of the vital 
need for merchants in any line of busi- 
ness keeping accurate departmental 
records. 

“We all know that turnover means 
getting the maximum return in the 
quickest way possible on the merch- 
ant’s investment,” said Mr. Small. 
“But how many merchants know they 
are getting this. Few merchants keep 
departmental records. They keep in- 
ventories but this doesn’t give a real 
concentrated picture of the total in- 
vestment in any one department.” 

Mr. Small cited for illustration the 
eight major departments in the aver- 
age shoe store, and explained that each 
one should keep a departmental sheet 
or chart showing every transaction 
made. 

“If we consider each department a 
separate store,” said Mr. Small, “then 
we get closer to turnover and in this 
way know whether each department is 
on a profit deriving basis as it should 

In this way only can the merchant 
hope to conduct his business with the 
maximum amount of success. Many of 
the failures among retailers in the 
past could have been avoided had these 
principles been carried out.” 

Mr. Small also pointed out: the ad- 
vantages of departmental records in 
advertising campaigns. He said many 
merchants spend enormous sums of 
money advertising, in an effort to push 
certain lines of goods, and yet have 
no way of telling whether this adver- 
tising is on a paying basis. On the 
other hand, with departmental records, 








they can tell from day to day just 
where they stand. 

Following Mr. Small’s talk, Presi- 
dent Forster placed the problem of 
foreign competition before the mem- 
bers. He said he personally was ready 
to go the limit in the matter and ad- 
vocated the method of stamping “Made 
in U. S. A.” on every shoe as a means 
of meeting this competition. 

“I think we here in Philadelphia 
ought to put this city on record,” 
said President Forster, “as starting 
some sort of movement for ‘Made in 

S. A.’ shoes, not only because of 
cheaper labor abroad, but also because 
American-made shoes excel.” 

Cal J. Mensch, managing director 
of the Middle Atlantic Shoe Retailers’ 
Association, said he thought President 
Forster’s suggestion an excellent idea 
and would give any such movement his 
whole-hearted support, but that he 
felt that whatever might be done 
should in no way interfere with 
Government regulation. He explained 
that he also was in favor of a tariff 
on imported foot-wear. 

At the close of the meeting C. C. 
Bain, manager of the I. Miller Com- 
pany store conducted the members of 
the association on a tour of the build- 


ing. 





Now—tThe Health 
Appeal 


The Atlantic City Shoe Retail- 
ers Association has adopted a new 
slogan designed to sell more 
summerweight shoes to men. It 
is: “Wear Light Shoes—They 
Are Healthier.” This slogan has 
been used by many of the Atlan- 
tic City shoe merchants in their 
advertising and window displays. 











Purchases Jobber’s Stock 


DENVER, CoLo. (UTPS)—The Golden 
Eagle Dry Goods Co. has purchased the 
stock of Kalter-Cerf, shoe jobbers, 951 
Broadway, New York City, who have 
quit business. This enterprising store 
threw on the bargain counter 9612 
pairs of shoes at less than the original 
factory cost, constituting one of the 
largest shoe sales held in the history of 
the city. Full page ads were run, a 
corps of extra clerks added to the reg- 
ular staff and capacity crowds handled. 





Charles Collar Resigns 
from Gimbel Brothers 


MILWAUKEE, Wis.—Charles Collar, 
buyer and manager of the men’s, wo- 
men’s and children’s shoe department 
at Gimbel Bros. department store at 
Milwaukee for the past five and one- 
half years, has tendered his resignation 
to take effect June 1. Mr. Collar has 
not announced his plans for the future, 
other than that he will take a vacation 
for several weeks this summer. He has 
some things in mind in regard to the 
future, and says that he will continue 
in the shoe business, but in just what 
capacity he cannot state at this time. 

Mr. Collar is one of the most promi- 
nent shoe retailers in Milwaukee, and 
is president of the Milwaukee Shoe Re- 
tailers’ Association and general chair- 
man of the 1927 convention of the Wis- 
consin Shoe Retailers’ Association, 
which will be held in Milwaukee Aug. 
2, 3 and 4. He has been in the shoe 
business for nearly 30 years. Prior to 
his association with Gimbel Bros.’ store 
here he was buyer at the S. J. Brouwer 
Shoe Co. of Milwaukee for eleven years. 

His announcement of his resignation 
from Gimbell Bros. came as a complete 
surprise to his friends in the shoe busi- 
ness in Milwaukee. 


W. A. Tomes a Daddy 


MILWAUKEE, WIs.—Congratulations 
have been offered by the shoe retailers 
and manufacturers in Milwaukee to W. 
A. Tomes, manager of Hanan & Son’s 
store in Milwaukee on account of the 
birth of a son to Mr. and Mrs. Tomes. 
This is their first child, and needless 
to say both parents are mighty proud 
of the youngster who weighed over nine 
pounds at birth. His name is James 
Steel Tomes. 


Max Lau Married 


RACINE, Wis. — Announcement is 
made of the marriage of Max Lau, 
prominent retail shoe dealer here, to 
Mrs. Daisy Armstrong. The marriage 
ceremony took place at Rockford, IIL., 
on May 7. They returned to their home 
here following a short wedding trip. 
Mr. Lau, besides being prominent in the 
retail shoe circles, is a pioneer in the 
bowlers’ association of the State and is 
the president of that organization. 


New Douglas Shop for N. Y. 


New YorK—The ninth in New York 
and the 120th store in the W. L. 
Douglas chain of shoe shons will be 
opened here about June 1 at 1173 
Broadway. The store, 14 by 75 ft., 
has been taken on a long term lease 
and is now being remodeled. Only 
men’s and boys’ shoes will be handled 
in the new store. 
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Some Smart New 


HITE KID STYLES 


You can stimulate buying of whites right now 
by advertising and displaying these smart new 
patterns in 


Brown "!t Shoes 
for Women 
IN STOCK for INSTANT SHIPMENT 


D639—“Brownbilt” 


T423—“Brownbilt” 


Women’s white Cabretta Rose pump, 
plain toe, 19/8 covered wood spike 
heel, imitation turn, Letty last, A 
31%4/8, B 3/8, C 2% /8..Price $3.35 


D637—“Brownbilt” 


Women’s white kid Marjorie strap, 
floral print trimming, plain toe, 19/8 
covered wood spike heel, French 
corded, kid lined, imitation turn, 
Letty last, AA 4/8, A 3446/8, B 3/8, 
© 2%/8 Price $4.00 


AA7—“Brownbilt”’ 


Women’s white kid Daphne strap, 
rose blush patent trimming, plain toe, 
22/8 covered wood spike heel, imita- 
tion turn Vogue last, AA 4/8, A 
3%4/8, B 3/8, C 2%/8..Price $4.85 


AA241—“Brownbilt”’ 

Women’s white kid Naldi strap, 19/8 
covered wood spike heel, imitation 
turn, Letty last, AA 4/8, A 3%/8, 
B 3/8, C 2%/8 


< 


Women’s white kid Eunice strap. 
plain toe, 13/8 covered wood box 
heel, French corded, kid lined, imita- 
tion turn, Gloria last, AA 4/8, A 
3144/8, B 3/8, O 2%4/8..Price $4.00 


T656—“Brownbilt”’ 


Wemen’s white Cabretta, three but- 
ton oxford, plain toe, 13/8 covered 
wood box heel, imitation turn, Gloria 
last, B 3%/7%, C 3/8, D 3/7%. 

Price $3.25 


Wwaws Gros GOwIQssong, 





St. Louis, U. S. A. 


Manufacturers, 
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Prices Are Increased on 


Heavier Types of Shoes 


High Colors, However, Used 
in Trimming; Pumps Far 
Ahead of Other Patterns 


Sr. Lours—Business in the wholesale 
shoe belt on Washington Avenue has 
been big. This applies to the large gen- 
eral line houses which are breaking 
records that have stood for some time. 
One of the branches of the largest on 
the street booked on one day more than 
$360,000 of business, the largest day 
this particular house has ever had. 
Another of the large houses reported 
they had the largest week experienced 
during the past ten years. Orders are 
pouring in from all sections of the 
country. 

Much of the increase is attributable 
to the notice of increased prices to the 
trade which will go into effect some 
time between June 1 and 15, and many 
merchants are covering on shoes they 
will need for their fall requirements. 

The increases range from 5 to 20 
cents and are confined almost entirely 
to the heavier types of shoes. The In- 
ternational Shoe Company has raised 
its prices on heavy work shoes, the new 
price being effective at once. The in- 
crease has been made necessary by the 
stiffening of the upper and sole leather 
markets. 

Much business is being booked from 
the South and the flood is having little 
effect. On one day the largest of the 
general line houses received orders to- 
taling over $1,000,000. This repre- 
sented the aggregate from its Western 
branches alone. 

A glance at a few patterns being in- 
troduced into the new fall lines indi- 
cates that patent with reptile trim will 
have a place in the style array. Some 
tans with fancy trimmings were also 
seen. The new effects are simple in 
design and in the brown field the motif 
seems to be for harmony in trimmings. 


Lynn Has Style Show 


LYNN—A shoe style show, the foot- 
wear being worn by models on the run- 
way, was a feature of the annual ball 
of the Lynn Press Club at the New 
Ocean House. Among the exhibitors 
were A. M. Creighton, Watson Shoe 
Co, W. F. Hooley, Gregory & Read, 
Harney Shoe Co., Herrick Shoe Co., 
Washington Shoe Co., T. J. Sullivan 
Shoe Co., Bresnahan & Sisk, Daly’s 
Goiden Rule factory, and Colella & 
Leighton. The Bond Shoe Co. pro- 
vided a set of shoes for a June wed- 
ding scene. 








No Cold Weather Here 


Albert W. Little, of New York 

City, president of the Stetson 

Shoe Co., photographed at Nas- 
sau, Bahamas 





Tanners Go Abroad 


PEABODY, MAss.—Ernest A. Woelfel, 
of Woelfel, Cox Co., Peabody, and Max 
Korn, of the Korn Leather Co., of Pea- 
body, have sailed for Europe. They will 
attend the international Rotary con- 
vention, as well as visit European 
leather markets. Mr. Woelfel is an ex- 
pert in developing fancy grains and 
color combinations on leather. Mr. 
Korn is an expert on making artificial 
grains on splits. 


Black Shoes Continue 
to Lead in Lynn Shops 


LyNN—Lynn is cleaning up on sum- 
mer shoes to clear the way for fall 
fashions. Some makers began last 
week an extra drive to put over new 
styles, as well as additional sales, on 
shoes for July. They figure that there 
will be quite a demand for novelty 
styles at Fourth of July time, and when 
the vacation season starts. Production 
for May was not as large as was hoped 
for. Wet weather is blamed. 

Blacks continue to lead, patents 
making up from 60 to 80 per cent of 
the production in some shops. Satins 
supplement patents, and some black kid 





and calf is used. Quite a number of 
the black shoes show. color trims, in 
high hues of piping, or in appliques, 
such as throat ornaments of strap 
bases of indefinite checks. Tan calf 
and kid have made a further gain. 
Bright, warm weather is needed to 
brace up sales of whites. Nearby tan- 
ners are increasing considerably their 
production of suede calf, chiefly in 
blacks and browns, with some reds, 
greens and blues and other high hues. 
Reptiles are good for summer and fall, 
and snake skins, of the genuine and 
expensive class, are the foremost stock 
in this grade. 

Pump effects make up as much as 75 
per cent of the present production. 
More than half of the pumps are in 
simple strap patterns. The remainder 
are in the novelty strap and the opera, 
D’Orsay and bow or buckle trimmed 
types. Sandals are good for summer. 
Oxford and oxford effects continue to 
gain for fall. New patterns show 
fronts with from three to eight eye- 
lets, and there is some experimental 
work with high back oxfords, that will 
produce an ankle guard type of shoe, 
to protect stockings from splashes of 
mud. 

Tanners are asking more for leather. 


Fall Run Is Begun in 


Some Boston Factories 


Boston — Shoe factories in and 
around this section are fairly busy 
making shoes for fall and more for 
immediate deliveries. One concern pro- 
ducing novelty McKays for the jobbing 
trade, to sell in the retail stores at $4, 
is working at capacity, turning out 900 
pairs per day. 

The array of men’s shoes in factories 
and in Boston sample rooms is interest- 
ing, with many tans displayed, both in 
the light and darker shades. The de- 
mand for men’s tan shoes is on the in- 
crease, with elk leathers in sport pat- 
terns popular numbers. Children’s 
shoe factories report a steady call on 
black patent one-straps and tan ox- 
fords in sport patterns. Sellers of 
buckles and shoe ornaments state that 
their product is in good demand. 

Boston sample rooms displaying wo- 
men’s turn shoes say that there is an 
increasing interest on the part of buy- 
ers in this process of manufacture. 
Plain pumps in black patent and satin, 
with high heel, are reported to be prac- 
tically staple sellers, although the one- 
strap in black and in two tones, with 
medium heel, is the volume seller. 

In women’s shoe materials, suede 
leathers are moving better than 
for some time past. In kid, the de- 
mand for black is good at slightly ad- 
vanced prices. Black and colored side 
leather are selling to manufacturers of 
men’s shoes at slightly higher prices. 
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$41 Serr. and Sc. 


$43 Twisted 
S44 Tutone 
S49 Tutone 


\ 


$-50 


5-49 
3” 
“ 


who have sampled them. 


Originally shown in 


“HAMILTON-WADE CO. STYLE SERVICE” 


S50 Perf. and Serr. 


Our style service contains not only strippings but new shoe 
designs incorporating unusual applications of these strippings. 
A request on your letterhead will entitle you to this most un- 


usual service. 


HAMILTON-WADE CO., 


are a few of the many new and unusual strippings 
that have caused much favorable comment by those 


S61 Tutone 
S74 Braided 
S75 Laced 
S78 Laced 


BROCKTON, MASS. 











A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 


3X 


Some Boudoirs! 


salable, sen- 
sible boudoirs with a profit in every 


Greeley Boudoirs—good, 


pair. Carried in stock for immediate 

delivery in black or colored kid. With 
leather or rubber heels. 
Probably your Jobber can 
supply you. If not—try us 
and see how quickly you'll 
get them. 


Deliveries At Once 














GROPING IN THE DARK 


Time was when the purchase of ad 
a “blind groping im . > 

i blisher’s statement of circulation 
checking a pu a 


vertising space was 


the dark.” Advertisers had no 


figures were 








Good Advice 


$2.50 per day 


New York 


HOTEL MARTINIQUE 


BROADWAY, 32nd to 33rd STREETS 


will save money for you on your 
next visit to New York. The pop- 
ular Hotel Martinique offers clean, 
comfortable, well appointed ac- 
commodations at rates as low as 


Once you have enjoyed the splen- 
did food—perfect service and ex- 
ceptional economy of this modern 


hotel, you'll always be—like 
thousands of others—a welcome 
guest‘at the Martinique. Stop in 
—we’'ll be glad to see you. 


A. E. SINGLETON, Res. Mgr. 
The BEST without extravagance. 


Affiliated with Hotel McAlpin 


NEW YORK CITY 
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Brooklyn Designers 
Form Association 


New YorK—A large number of the 
foremost shoe designers of Brooklyn 
met recently at 470 Throop Avenue 
and formed an association, wn as 
the Footwear Designers of America, 
which held its first annual dinner at 
the Hotel Commodore on Tuesday 
night, May 24, simultaneously with 
the Brooklyn style show. 

The organization is most democratic 
and was formed purely for the pur- 
pose of furthering the designers in 
their profession. Among the recorded 
objects are research work, which will 
enable shoe designers to make them- 
selves more — in the fashioning 
and fitting of shoes, to study, analyze 
and disseminate style information re- 
garding footwear, to cooperate with 
shoe manufacturers, tanners and oth- 
ers interested in footwear and to pro- 
mote general good fellowship through 
discourse and exchange of ideas, to 
solve the technical problems of the 
craft and to furnish competent crafts- 
men to shoe manufacturers in need of 
designers. 

Membership in the new organization 
is open to all designers and model 
cutters of at least three years’ prac- 
tical experience in shoe cutting and at 
least one year’s continuous employ- 
ment with any one house as a designer 
and model cutter. 

Officers of the association are Ed- 
ward J. Horgan, president; Joseph 
Pillar, vice-president; Edward Kahn, 
treasurer, and H. Richard Loris, sec- 
retary. 


Production Holds Up on 
Better Brockton Grades 


BrocKTON—F urther seasonal slowing 
up was seen in quite a number of the 
factories this week, foreboding the 
June stock-taking period. Shops turn- 
ing out the better grades, however, 
seem to continue production to a good 
degree, with the plants specializing in 
the cheaper grades inclined to further 
cuts in production. In-stock depart- 
ments have been very busy for at once 
shoes. 

Coming of warmer weather has stim- 
ulated the sales of light weight shoes 
and sports. In-stocks have been very 
busy putting out men’s featherweights 
and movement of sports has been quick- 
ened. Evidently marking the open 
season on golf, sales of golf shoes also 
were good. Featherweights in plain, 
conservative numbers, done in dark 
tans and in plain black, have had an 
exceptionally good call. 

The Brockton Shoe Manufacturers’ 
Association has filed incorporation pa- 
pers with the purpose of the corpora- 
tion set forth as “the educational ad- 
vancement of its members along the 
lines of the manufacturing of boots 
and shoes.” Officers of the corporation 
are: E 

President, John S. Kent; treasurer, 
Frank S. Farnum; secretary, Frank M. 
Bump; directors, Charles E. Moore, 
Herbert L. Tinkham, Lars Peterson, 
Robert A. T. Nelson, C. Chester Eaton, 
Christopher O’Neil, Laurie S. Mac- 
Donald, Charles E. Lynch, Jr., William 
E. Doyle and Clarence P. Waide. 





Smith with M. T. Shaw 


“Bill” Smith, for 

several years a 

member of the 

Western shee fam- 

ily, has recently 

joined the forces 

of the M. T: Shaw 

Shoe Co., of Ra- 

cine, Wis., as fac- 

tory superinten- 

dent. “Bill” is a 

graduate of the 

Strong and Gar- 

field, Edwin Clapp 

“Bill” Smith and Stetson school 

of shoemaking, for 

that’s where he learned his trade in 

earlier years. Six years with the Flor- 

sheim organization in Chicago and 

seven with Piekenbrock in Dubuque has 

given Bill his Western “touch” for 

Western shoemaking. Mr. Smith re- 

ports the Shaw factory running at 100 

per cent capacity since the first of the 

year, and better shoes in the trade 

builder line all of the while. The fac- 

tory reports show an increase of 15,000 

pairs over the first three months of 
1926. 


Frank C. Allen on Trip 


Boston—Frank C. Allen, who for 
many years has been prominent in the 
leather business, left Boston, May 25, 
for a four months’ trip by automobile 
across the country, with his wife and 
son. Mr. Allen was accompanied also 
by J. G. Falkenrath of the Clark com- 
pany, shoe manufacturers of Sao Paulo, 
Brazil. 


M. E. Bischoff Dead 


BrocKTON—Word has been received 
here of the death in California after a 
lingering illness of M. Elwyn Bischoff, 
for many years a shoe factory execu- 
tive and salesman in the Old Colony 
district. Mr. Bischoff was a manufac- 
turing executive in New York before he 
came to the Old Colony district as a 
findings salesman, and then he went 
on the road, first selling men’s lines 
- later making a specialty of women’s 
shoes. 


Hold Minstrel Show 


MILWAUKEE, WIs.—Employes of the 
Harsh & Chapline Shoe Co., of Mil- 
waukee, held a minstrel show here on 
May 21 at the South Side armory. 
Twenty-five performers took part in 
the performance, which was preceded 
by a masque parade on Mitchell street. 


Forbush Opens N. Y. Office 


New YorK—The Forbush Shoe Co. 
of North Grafton, Mass., has leased an 
office in the Marbridge Building, room 
No. 803. New York headquarters will 
be in charge of L. C. Hart, vice-presi- 
dent of the company. 


Meis Line in California 

CINCINNATI, OH1I0—Phillip H. Green 
of the Charles Meis Shoe Company, 
will have his complete line of shoes on 
display at the St. Francis Hotel, San 
Francisco, during the California re- 
tailers convention which will be held 
June 13 to 15 inclusive. 
‘ 





Subdued Shades Lead 
on Color Blending Chart 


The importance of proper color rela- 
tionship between the costume and the 
shoe is again emphasized in the recent 
edition of the Vici Kid Color Chart, 
which has been cooperatively produced 
by Robert H. Foerderer, Cheney Bros., 
Forstman & Huffmann and the Mc- 
Callum Hosiery Co. 

For the fall and winter season of 
1927 this chart shows a range of vici 
kid colors carefully dyed for appro- 
priate wear with the smart costume 
shades as forecast by the leading tex- 
tile stylists. Each season the emphasis 
on color in style merchandising is more 
pronounced and those shades which are 
featured by these leading style creators 
are the distinguished mark of fashion. 

An extensive canvass of the trade 
was made recently to determine the 
value of this chart, and according to 
Miss Hilda Rau, style service director 
of Robert H. Foerderer, Inc., it has 
been found that this guide, which was 
originally designed for shoe retailers 
and manufacturers, is rapidly becom- 
ing of increasing importance in other 
departments of the larger stores. 

By showing, as this chart does, colors 
in leathers, textiles and hosiery that 
actually were made to be worn to- 
gether, its usefulness becomes very far- 
reaching. For even a woman seeking 
only shoes for any costume need only 
glance at this chart to see at once what 
color footwear will be absolutely in the 
mode, and enable her to strike the last 
note in complete color harmony. 


New York to Pari- Boots 


NEw YorRK— 
Capt. Charles A. 
Lindbergh, on his 
history making 
flight from New 
York to Paris, is , 
reported to have §W 
been equipped with 
a pair of avia- 
tor’s boots, of the 
model shown at the 
right during his 
lone journey 
through the air 
over the North At- 
lantic Ocean. 

Both Captain 
Lindbergh and the 
men of the Byrd 
expedition were 
supplied with these 
boots through one 
of the prominent 
New York houses. 
They are known 
as the “Colt” Av- 
iator Boots, and 


are handled by the Colt-Crowell 


Company. 
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WHERE TO BUY 
Men’s Shoes 





For MEN 
M. A. PACKARD CO., Makers (P) 
BROCKTON ne 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











are eg Stacy Adams Co. 


i me r 


Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 











Richards & Brennan Co., Randolph, Mass. 





BOgtsm Men > 


COMMONWEALTH SHOE & LEATHER CO. 











Goad Sots 
ll South Street 
Beston 
BROCKTON 
CO-OPERATIVE 
BOOT & SHOE 
COMPANY 
Factory 
Brockton, Mass. 


“Che 
Co I> hoe 


FOR MEN 














AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














Basement Style Show 


PHILADELPHIA—A _ very successful 
style show, featuring Sall Sweet shoes, 
manufactured by the A. J. Sweet Co., 
Auburn, Me., was staged in the base- 
ment. of Gimbel Brothers’ store here 
Thursday, May 19, before a crowd of 
more than 1000 women. Two showings 
were made, one from noon to 1 p. m. 
and the other from 3 to 4 p. m. 

The shoes were shown by seven liv- 
ing models, and in all about 24 differ- 
ent styles of shoes were displayed. A 
T-shaped runway had been erected in 
the basement shoe department and this 
was used by the models, who entered 
through a little stage setting, marched 
down the runway in couples and then 
separated to walk to each end of the T 
and then back to the other end. This 
gave the audience, seated in chairs, a 
chance to inspect every shoe shown. 

The shoes were chiefly patent leather. 
Each model carried a placard contain- 
ing a legend drawing attention to some 
particular selling feature of the shoe 
but stressing especially its comfort and 
fit. The cards were changed as well as 
the costume on each appearance of the 


girl. 


A five-piece orchestra gave the nec- 
essary musical atmosphere. One very 
important factor was the use of a mid- 
dle-aged model, to demonstrate the 
“Stylish Stouts” and those models 
suited to more mature years. 

The frocks were all street or semi- 
afternoon silk gowns. There was no 
attempt to show anything that fitted in 
with formal wear. Folders were 
placed on each chair and also were dis- 
tributed by the ushers and attendants 
to the late comers and those who had 
to stand. Many of the women got up 
for an examination of specific shoes on 
the feet of models and went back into 
the regular fitting sections and were 
fitted with those particular shoes, 
the sale being consummated while the 
show was on. 

J. M. Reynolds, who is the head of 
the basement department, felt very 
much gratified at the success of the 
show. L. D. Mazur, sales manager of 
the A. J. Sweet Co., as well as Mr. 
Scanlon, the Philadelphia sales repre- 
sentative of the company, were in at- 
tendance and were also very much grat- 
ified with the success of the display. 





Wisconsin Convention 
Committees Are Named 


MILWAUKEE, WIs.—Convention com- 
mittees have been appointed by the Mil- 
waukee Shoe Retailers’ Association and 
the Wisconsin Shoe Travelers’ Associa- 
tion for the annual convention of the 
Wisconsin Shoe Retailers’ Association, 
which will be held in Milwaukee Aug. 
2, 3 and 4. 

The general convention committee 
for the local association consists of 
Charles Collar, general-chairman; John 
Geisinger, vice-chairman; William F. 
Wuerl, secretary, and Ray Ripple, 
treasurer. Mr. Collar is president of 
the Milwaukee association. 

John Geisinger is chairman of thé 
hotel committee and will be assisted by 
Joseph Schumacher, Frank Larkin and 
Grover McHughes; publicity, A. 
Klein, chairman for the retailers and 
travelers, L. Harris, Milton Meissner, 
Edwin P. Schmidt and Warren B. 
George; speakers, W. J. Muckle, chair- 
man, Harry Balaban, Madison, and A. 
C. Klein; reception, O. A. Hensel, chair- 
man, C. M. Cody, Antigo; Joseph B. 
Langenberg, Appleton; and the officers 
of the travelers’ association who are L. 
Imig, president, John Kowalsky, vice- 
president, and Chris Johnson, secre- 
tary-treasurer 


The entertainment committee is 





headed by Frank L. Kuczynski, chair- 
man; Ed Schneider, Clarence Newell, 
Waukesha, and Frank Larkin. The 
auditing committee is composed of 
August Kuphal, chairman; Eugene 
Meyer, Watertown, and Chris Johnson. 

The convention committee for the 
travelers consists of L. L. Imig, C. W. 
Johnson, Frank Larkin and A. C. 
Klein. The style show committee is 
headed by L. L. Imig, chairman; Fred 
E. Schmidt, and Frank Larkin of the 
travelers’ association, and Charles Col- 
lar, W. J. Muckle and John Geisinger 
of the retailers’ association. 

Frank Larkin is chairman of the 
banquet committee and will be assisted 
by Elmer Olson, Charles Diamond, Wal- 
ter Neubauer, Adam Meisenheimer and 
Leo T. Brandenburg. C. W. Johnson 
is chairman of the booths committee 
and George F. Burroughs and Henry 
Kuehn are members. The _ business 
committee consists of Milton Meissner, 
chairman; John Leuenberger and John 
Kowalsky. 


Stout’s to Move 


INDIANAPOLIS, IND. (UTPS)—S:out's 
Factory Shoe Store now located in the 
Traction Terminal Building in North 
Illinois Street, will move to the base- 
ment of the Occidental Building, «t the 
southeast corner of Illinois and \ ash- 
ington Street. 
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K. & T. Picnic 


2. ee Pats s : Ee 
OND pes a ete es 


Employees of Krupp & Tuffly, Houston, Texas, accompanied by their 
families, had their annual outing May 1. It consisted of a trip down 
the Houston Ship Channel and a seashore dinner at Morgan’s Point, 
about 25 miles from Houston. Important guests were Hector E. 
Lynch, retired president; John P. Thomas, president of Howard & 
Foster of Brockton; and Clint Clark, representative of the H. W. 
Merriam Shoe Co., of Newton, N. J 

just before eating 


SSP 5 SES. 


The picture shows the gang 





Milwaukee Trade Spotty 
Due to Adverse Weather 


MILWAUKEE, WIs.—The weather is 
the controlling factor in the retail shoe 
business in Milwaukee this season and 
the unfavorable weather has retarded 


footwear sales. The business is spas- 
modic, being good when there is an oc- 
casional day of warm weather and 
dropping off during the cold and rainy 
spells. : 

At Hanan & Sons, W. A. Tomes, 
manager, said that they are a little 
ahead of last year but there is no snap 
to the business and the men’s footwear 
is moving slowly and is not satisfac- 
tory. In the women’s department, the 
parchments and other colored kids are 
selling fair, while patents continue to 
be good. The movement on grays has 
declined to some extent. The single 
strap, pumps, and step-ins are the best 
movers in the styles, and trimmed shoes 
are in demand. 

Mr. Tomes is looking forward to a 
good business on white footwear among 
the ladies this summer and is making 
plans for it by having a good stock of 
white shoes. He said that last year 
the white shoe business was not very 
good, and it should react to the benefit 
of the business this year because the 
public did not buy whites to a great 
extent last year and they will be in the 
market this year for new footwear. 

For early fall Mr. Tomes anticipates 
a demand for the brown shades, prin- 
cipally cocoa-brown, instead of the red- 
dish shades. Reptilian leathers should 
be good also, he said, in the oxford type 
with ties and straps. 

At the Boston Store, the shoe busi- 
ness has been ahead of a year ago, but 





it is not satisfying to J. C. Michaels, 
manager of the shoe department. The 
black patents are still good and the 
women seem to favor them more than 
they do the colored kids, although the 
colored footwear is moving on the 
warm days. Mr. Michaels said that if 
the weather does not become warmer 
before June 1 that the colored kid busi- 
ness will be over. He is looking for- 
ward to a good volume on whites this 
season also, and on brown shades for 
early fall wear. 


N.S.R.A. Convention Plans 
Outlined to Manufacturers 


St. Louis—Geo. M. Spangler, man- 
ager of the N. S. R. A., was a visitor 
in St. Louis Wednesday, May 11, at 
which time he appeared before a meet- 
ing of the St. Louis Shoe Manufactur- 
ers’ and Wholesalers’ Association to 
present the 1928 convention arrange- 
ments. He outlined the new booth ex- 
hibit plan and other details regarding 
the meeting. No action was taken by 
the St. Louis manufacturers at the 
meeting. Frank A. Mahler, executive 
secretary of the association, went to 
Chicago later to confer further with 
Mr. Spangler. 

D. W. Martin, president of the St. 
Louis association, has appointed the 
following committees for the coming 
year: 

Entertainment, Howard V. Stephens 
and Paul B. Jamison; Booth and Dis- 
play, O. T. James and C. A. Moore; 
Membership, J. T. Pedigo and H. G. 
Johansen; Publicity, A. G. White and 
W. E. Baird; Hotel and Transporta- 


WHERE TO BUY 
Men’s Shoes 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 








The 


foe 


50 STYLES IN STOCK 
Ready for Delivery on the Det 


EMERSON SHOE MFG. e 
Rockland, Mass. ” 














tion, F. A. Mahler. 





HAND TAILORED’ 
HAND LASTED 


BIon F-ReYNo ips Com: 
BROCKTON MASS. . 


WHERE TO BUY 
Standard Shoe Materials 














Strong and Flexible 


reise) Counter Board 
STERLING) Made from 
Long Fiber 
by 


The Sterling Fiber Board Co. 
Sales Office, 501 Fifth Avenue, 
New York 


est Virginia 


Fibre Board 


Used for many years by some of 
the largest shoe manufacturers. 
Pulp Product Department 
WestVirginia Pulp & Paper Company 
Detroit New York Chicago 

















The One 
Waterproof 


Tennerigs at Danversport, 95 South St., Boston. Mase. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


"Of the Better Grade 
For the Better Trade? 





NoveltySlipperCo. 


Makers of 
Boudoir Slippers of the 
Better Kind 


121-131 West 19th Street 
New York City 


Ooh, ue 








MEGISTERED 


The Quality 
Pullman Slipper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 














PARISTYLE FOOTWEAR MFG. CO., INC 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 1116, 1328 B’way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satine. Kids, Brocades and Fancy Patterns 


Men's All Leather House Slippers 








Send fer Bamples 
ROTH & ROSENBERG SHOE OO. 
124 N. 3rd St., Philadelphia 








tum; rubber heel; 
Fights and lefts: 8 te 8. 
WM. SUMNER SMITH 
825 Menree Street 





Chleage, ili. 
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WHERE TO BUY 


Shoe Ornaments 








Special Short Course 
in Shoe Window Display 


After a survey 
among an average 
number of shoe 
dealers, S. Lobert 
Weaver, a shoe 
display expert and 
at present display 
counsel for The 
Hecht Fixture Co., 
Chicago, has ar- 
rangedwith J. Dun- 
can Williams, who 
has for the past 
year been active in 
J. D. Williams Putting on two 

weeks’ special 
courses in window display, to conduct a 
special two weeks’ course devoted to 
shoe window display exclusively. This 
will be held in Chicago June 20 to 
July 2. 


Mr. Williams has 
been in the window 
display business 
for more than 25 
years without a 
break, and is gen- 
erally considered 
as an authority on 
window display. 
He has always 
been a student of 
the principles of 
display, both from 
the technical as 
well as the mer- 
cnandising vie w- 
point. 

Mr. Weaver, who is to divide time 
with Mr. Williams in giving instruc- 
tion in the shoe school, has had years 
of successful experience as a shoe dis- 
play specialist. He was until recently 
in charge of the nine stores of Wm. 
Hahn & Co., Washington and Balti- 
more. At present the is display counsel 
for the Hecht Fixture Co., Chicago, 
and acts as special display counsel for 
several Chicago shoe chains. Mr. 
Weaver is of an inventive turn of mind, 
especially in regard to window display 
and has designed many original dis- 
play fixtures and devices. He is par- 
ticularly good at selecting equipment 
for the practical and efficient operation 
of shoe store windows. All such ser- 
vices will be available to the members 
of the June class who have special win- 
dow ploblems. The J. Duncan Williams 
school is at 509 S. Franklin Street, 
Chicago. 


S. L. Weaver 


New Orleans Shoe Store 
Reports Excellent Trade 


NEw ORLEANS, La.—Despite all the 
talk of flood and its effect on business, 
retail trade pursues its normal course 
in this city. Among others, the Boston 
Sample Shoe Shop at 835 Canal Street 
reports that during the week ended 
May 7, it did considerably more than 
double the business done in the same 
week of last year. “New Orleans,” 
says Manager Bert I. Straus, “is high 
and dry, prosperous as ever and we 
look forward with optimism to the 
future. If this is a hard time season, 
what will we do when good times ar- 
rive?” . 





Addition for Shoe Dept. 


PoRTSMOUTH, OHIO (UTPS)—J. E. 
Hale, operating a dry goods and shoe 
store at Ohio and Rhoades Avenues, 
has awarded a contract for an addi- 
tion to his store in which the shoe de- 
partment will be located after comple- 
tion. The addition will be 18 by 56 feet 
and will be used entirely for shoes. It 
will be one of the largest shoe depart- 
ments in Portsmouth. 


New St. Louis Store Is 
Opened by Hanan & Son 


St. Louris—Hanan & Son opened 
their new store at 906 Olive Street 
Monday, May 16. 

The two large windows on each side 
of the entrance as well as the front are 
finished in bronze. The entire interior 
is finished in walnut. A balcony above 
the shelves on the east wall is used for 
surplus shoes. The floor is imitation 
marble (rubber blocks) and is the most 
striking of any St. Louis shoe store. 
Carpeted strips are used along the 
aisles. Tapestry arm chairs for both 
men and women with fitting stools to 
conform to the design are used 
throughout the store. 

A women’s smoking room is provided 
on the balcony which also houses the 
office. 

The hosiery department has been en- 
larged and is equipped with modern 
glass drawers illuminated by an over- 
head lighting system. This department 
is just inside the entrance. 

Fred Maxted, manager of the store, 
stated that the opening business was 
satisfactory and the new location bet- 
ter than the former. The old store, at 
720 Olive Street, remained open to 
clean up some odds and ends that were 
offered at attractive prices. 


Pittsburgh Annual Banquet 


PITTSBURGH, Pa. (UTPS)—Forth- 
coming meetings of the Pittsburgh 
Shoe Retailers Association promise 
much of interest according to report. 
The May gathering will be at the Fort 
Pitt Hotel and will be in the nature of 
the annual banquet which heretofore 
has been held in June. But due to the 
fact that a picnic is scheduled for the 
June meeting date the banquet will 
take place a month sooner. 

Good speakers are promised for the 
banquet and everything is being done 
to make it the success it always has 
been. The June “Picnic” will feature 
contests, races, baseball games and 
other outdoor sports as the June gath- 
ering will be held at one of the vari- 
ous parks near the city. 


Mrs. Kaufman Dead 


(UTPS) — Mrs. 
Mary A. Kaufman, mother of Frank 
J. Kaufman, second vice-president of 
the H. C. Godman Co. of Columbus, 


COLUMBUS, OHIO 


operating eight shoe manufacturing 
units in Columbus and Lancaster and 
also on the board of directors of the 
Miller-Lerch Shoe Co., died May 16 at 
the age of 85 years, following an ill- 
ness of several months. She leaves in 
all six sons, several of whom are con- 
nected with the H. C. Godman Co. in 
other capacities. 
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Winget With Lazarus 


CoLUMBUS, OHIO—-Virgil Winget, for 
five years at Browning’s, this city, is the 
new assistant in the women’s shoe de- 
partment of F. & R. Lazarus Co. Mr. 
Winget has been in the shoe business 
for almost 20 years. Before coming to 
Columbus, he conducted his own retail 
shoe store at Chillicothe, Ohio. On May 
13, 1925, Mr. Winget entered the Laz- 
arus organization as a salesman; his 
ability and enthusiasm soon made him 
head of stock, and now he has won fur- 
ther promotion. 


New District Ass’n in 
M. A. S. R. A. Is Formed 


PHILADELPHIA, Pa. (UTPS)—As the 
result of a fine meeting at Cambridge 
Springs, Pa., last week, a new district 
association of the Middle Atlantic Shoe 
Retailers Association, to include the 
northwestern counties of Pennsylvania, 
is in progress of organization. Cal J. 
Mensch, secretary-managing director 
of this city, gave the assembled shoe 
dealers a rattling good talk on organ- 
ization benefits and how to go about 
effecting a permanent organization. R. 
J. Weschler, of Erie, was elected presi- 
dent and Charles Miller of Meadville, 
vice-president. These gentlemen were 
authorized to appoint a secretary and 
form a permanent organization. A 
session will be called to meet some 
time in August when the organization 
will be made permanent. The meet- 
ing was also addressed by George W. 
Ludebuehl and J. Schmidt, both 
leading Pittsburgh retailers who testi- 
fied to what organization work had 
done for shoe merchants in their city. 


Under New Management 


CLEVELAND (UTPS)—The shoe de- 
partment of The Ames Co. store was 
recently taken over by Spero & New- 
man, operators of chain stores. The 
latter company now controls nine stores 
and a new acquisition is expected in 
Canton, Ohio, in the near future. 

M. Marien has been appointed buyer 
and manager of The Ames Co. shoe 
department in place of Edward Selkow 
who left in April. Mr. Marien was 
formerly manager of one of the Louis 
Waterman stores in New York. The 
new department under Spero & New- 
man has been restocked with a popu- 
lar priced line of shoes retailing at 
$5.85 and $7.50. 


Minneapolis Shoeman Dies 


MINNEAPOLIS—William C. Sandry, 
53 years old, assistant manager of the 
shoe department of L. S. Donaldson & 
Co., for more than 14 years, died May 
14, at his home, 3503 Oakdale Avenue, 
Robbinsdale, after a lingering illness. 
Mr. Sandry was a resident of Minneap- 
olis and Robbinsdale for 30 years, com- 
ing here in 1896. For many years he was 
engaged in the retail shoe business and 
in 1918 he joined the Donaldson Co. as 
a buyer. Some time later he was made 
assistant manager of the shoe depart- 
ment. He is survived by his widow, one 
daughter, five sisters and one brother. 





Adolph Cohen’s Store 
Is 54 Years Young 


PAWTUCKET, R. 
I.—Adolph Cohen, 
for 54 years retail 
shoe merchant in 
this city, a charter 
member of The Re- 
tail Merchants’ As- 
sociation of this 
city, and of the old 
Pawtucket Board 
of Trade, recently 
celebrated his 78th 
birthday. Mr. 
Cohen, who has for 
many years been a 
subscriber to the 
BooT AND SHOE RECORDER, motored up 
to Boston to tell the RecorpeR folks 
about the big event, and his business 
success. 

Mr. Cohen was born in Germany, 
and came to this country when he was 
16 years old. He at first settled in 
Montezuma, Ga., where he conducted an 
exclusive shoe store, and in 1873 came 
to this city, where he again embarked 
in the shoe business, opening a little 
store on the site of his present two- 
story building, at 254 Main Street. 
Soon after coming to this city, he be- 
came keenly interested in the promo- 
tion of civic welfare projects, and im- 
mediately established a reputation for 
good goods, and honest dealing. 

It has been on the principles of qual- 
ity merchandise and fair trading that 
Mr. Cohen’s business has been so 
profitably built. He concentrates but 
one line of shoes for men—that of 
Walk-Over, and on one line for women 
—that of Queen Quality. He was a 
friend of the late George E. Keith, of 
whom he speaks with real affection. 
He is as active in the conduct of his 
affairs now as he was in the 70’s, and 
although he has three salesmen and a 
cashier, he makes it a point to be pres- 
ent and greet his customers. “For 
stores have personalities, just as much 
as have people,” says Mr. Cohen. “Not 
very long ago, a grandmother and 
mother came in with the baby to be 
fitted to a pair of shoes—and the 
mother said: “You remember that you 
sold’ me my wedding shoes.” 

Mr. Cohen’s half century as a shoe 
merchant of this city was celebrated in 
1923 in Surprise Party fashion by the 
Pawtucket Chamber of Commerce, with 
a 200 attendance. It was stated that 
Mr. Cohen is a man of sterling char- 
acter, who has been closely identified 
with the success of the various mer- 
chants’ associations of Pawtucket. 
Business friends in all parts of the 
country sent congratulations. Hon. 
R. M. Washburn of Boston, in lauding 
Mr. Cohen took for his _ subject 
“Tdeals.” 

Mr. Cohen is justly proud of the 
fact that he celebrated his 52nd wed- 
ding anniversary on the 14th of last 
month; that his oldest son, Bernard 
Cohen, medical doctor of New York, 
graduated from Harvard College; that 
his son, Sam Cohen, is in the textile 
business in New York, and that his 
third son, Harold, a Yale College 
graduate. after serving overseas in the 
World War for one year and four 
months as first lieutenant in the avia- 
tion corps, is now associated in the re- 
tail shoe business with his father. He 
also has a married daughter 


Adolph Cohen 
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WHERE TO BUY 


Women’s Novelties 


3300 % 
ladies’ 

You can on our line. 
Samples sent and re- 
turnable our expense. 


Samuel Cohen Shoe Co. 
72-82 Lincoln ” 
Boston, Mass. 





Latest Styles at 
Popular Prices 
s in Stock ~ 

STL~NEW YORK 











WHERE TO BUY 
Ballet Slippers 


6 ee 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 


In STOCK 
Women’s, $1.35; 
Misses’,$1.30; 
Children’s, $1.26. 
Send for Mail orders prompt- 
Samples ly attended to. 
ROTH 2 ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 








Im Stock Black Bal- 
let Slippers 


fi:30 pr. 
1.20 pr. 

1.15 pr 
SLOG SHOE CO., INO. 
147 Duane st., 
New York, N. ¥. 








LYONS AND COMPANY 
Hand Turn BALLETS 
Wo's. Miss’. Ohd's. 
$1.45 $1.40 $1.35 
Also Hard Toes 
IN STOCK 
Send for Samples 
122-124 Duane St. 
New York, N. Y. 


EW ALLETS 
and 
Improved Steck 
Soft Toe: Cones $1.15; 
Misses’ $1. Women's 
$i. = Herd toe: Child’ s 
$2.25: Misses’ $2.36; 
omen’s $235. 


Alse por Grades 
tock M itan Slipper 
3S 134 W. Petr. New York 
Everything in Slippers 








Samples on Request 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Heel Protectors 


ll 





A PROFIT MAKER 
te retail at 











WHERE TO BUY 
Children’s Shoes 





“ELAM” 
FlexibleTurn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 











WHERE TO BUY 


Miscellaneous 





TUDY CHIROPODY 
to $15,000 a Y 
Surgleal Chiropody. 


Study at largest foot 





ILLINOIS COLLEGE OF CHIROPODY 
1327 N. Clark Street, Chicago 











ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 

















Krippendorf-Dittmann 
Sales Show Increase 


CINCINNATI—Carl H. Krippendorf, 
president of the Krippendorf-Dittmann 
Company, states that sales of Arch O 
Pedic stock shoes in the month of 
April showed a gain of 60 per cent 
over the previous month, and of 80 
per cent over April of 1926. The 
Xenia factory of this company has 
been running for the last six months 
without a single break in the cutting 
room, and their sales in pairs are 55 
per cent ahead of the same period of 
time one year ago. Mr. Krippendorf 
says there seems to be a general de- 
mand for shoes of the better grades, 
and feels that it will be reflected in 
the amount of business their men will 
book on this Fall trip. 











chandise can be seen. 


Think of the second pair. 


—Ed. Note.) 





Merchandising Fundamentals 


By Ernest A. Burrill 
Retail Contact Man, Geo, E. Keith Co. 


There are two kinds of salesmanship, “Service Selling,’’ which 
supplies what is asked for. “Creative Selling” which by sugges- 
tion causes a demand for something else. 

The average salesman who sells 7 pairs per day to 7 people has 
just 7 opportunities to sell a double header, and render a real 
service to both store and customer. 

Show that second pair—for educational purposes anyway. 
department stores and 5 and 10 cent stores 90% of the mer- 


Rows of cartons do not create a desire to buy. Get the shoes 
out of the boxes, let the customer look at them, feel them. 
You have no right to assume that 


any customer is a one pair buyer. 
city bought 22 pairs at $14 per pair in 1926. These shoes and 
other purchases made her total account $536.85. 

(The third of a series of ten merchandising sermons in tabloid form. 


In 


One lady in a New England 








New Orleans Again Returning 
to Normal After Flood Scare 


Shoes selling for around six dollars 


Business Recovering and 
Levee Workers Are 
Spending Money Freely 


NEw ORLEANS (UTPS)—New Or- 
leans is recovering from the effects of 
the high water scare, according to the 
merchants selling shoes. Business with 
these merchants for over a month has 
suffered because the people living here 
were afraid there might be some water 
in the city. 

The merchants in true style prohib- 
ited their clerks from discussing the 
river situation among. themselves and 
among the customers who came in. 
This was the first systematic effort to 
overcome the effect of the scare by any 
of the merchants. 

The dealers in high priced shoes are 
willing to admit their business was no- 
where near what it should be. It is a 
different tale with the dealers of the 
lower priced and medium shoes, for 
these people have reaped a harvest in 
the last two weeks. 

It is an ill wind that blows no one 
good, and this is the case with the deal- 
ers in the low and medium priced shoes. 
Business has been good with them, for 
the levee workers have had money, a 
number of the unskilled men on the 
levees having had their first job in 
months.. All of these 20,000 men have 
been paid well for their services and 
are now spending the money. 





have been going well. This is the most 
popular priced shoe in New Orleans. 
The people buying these shoes have not 
been wasting their money. They have 
gone to the merchants and made them 
explain why the shoe they were buying 
would last longer than other types. 
Even in the color of the shoes they 
have been particular. It seems that 
the people believe the black shoes last 
longer than the brown and it has taken 
real salesmanship to convince them dif- 
ferently. 

The river scare is over, the river 
having broken through its banks 
northwest of New Orleans and spilling 
the excess water into the gulf. The 
mechants are looking for a buying orgy 
to follow the depression. This depends 
on the large number of people who left 
the city coming back before they go on 
their vacation. This is very true of the 
women. The Gulf coast and the coun- 
try away from the river is full of these 
people. But there is no way of telling 
if they are going to come back to New 
Orleans before fall or not. 


Nash Leather Co. Moves 


Boston—The E. R. Nash Leather 
Company, which has had its office for 
some time at 201 South Street, has 
moved to 118 South Street. This is 
the office formerly occupied by the 
American Leather Company. 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 


Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad. 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











SALESMEN WANTED 


Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: Arkansas, Colorado, 
Georgia, Indiana, Iowa, Louisiana, 
Utah, Minnesota, Montana, North 
Dakota, Ohio, Texas. A complete 
line of women’s medium-priced 
rea] hot novelties all in stock. Ref- 
erences must accompany applica- 
tions. Liberal commission, and 
wonderful opportunity for right 
men. 


Address Key No. C-798, care Boot 
and Shoe Recorder, 207 South St., 
ton, Mass. 








Salesmen Wanted 


Men who have established trade 
and would like a popular priced 
—_ 4 Men’s and Boys’ Oxfords 

oes. No objection to non- 
ee side line. 


Arkansas 
Kansas 
Georgia 
Kentucky 


Write now! Fall samples ready 
May 25th. Application held ‘or 4 
confidential. Address C-823, 

Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





seetteeetin tae, | 


“Are You the Right 
Man” 


r 
( 
: 
} 
( 
( 


making, making both a full line of 
women’s novelty welts and an arch 
feature line, newly organized to 
carry shoes in a specialty way to 
large centers, needs a.man for mid- 
dle section of the country who has 
the entree to large retailers. Must 
be experienced in selling shoes. An 
unusual future for the right man. 
Write details of experience and ref- 
erences. Address C-811, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 


ee eee 


ee 








Wis., Minn., Conn., Mass., Fla., 
Gulf, Mich., Ill., Kans., Neb., 
la., Mo., Ark., Wyo., Colo., N. M. 
Beautiful fast 

flexible turns. 

instant disp on opening case. 
Straight 7% commission. ferences first letter. 

SCHUYLKILL SHOE CO. 
Orwigsburg, Pa. 




















T ERRITORIES of Kansas-Mississippi and 
Tennessee-Pennsylvania-Indiana, available to 
first class wholesale shce salesmen with records. 
To such we offer a real opportunity to build 
trade on a line that has real trade buildin 
qualities. Strong proposition offered by wel 
known shoe manufacturer. Address C-810, care 
a and Shoe Recorder, 207 South St., Boston, 
ass. 








Stitchdown Salesman for 
Michigan 
Line well and favorably known in this 
State. Long lists of accounts. Write full 
information to C-829, care Boot and 


Shoe Recorder, 207 South St., 
Boston, Mass. 




















SALESMEN WANTED 


The manufacturers of a popular line of 
BRANDED sstitchdowns, popular priced 
and IN STOOK and backed by direct to 
dealer advertising, have open territory 
in New York, New Jersey, Kentucky, 
Washington, Mo 


39th St., New York, N. 














RESIDENT SALESMEN 

A real opportunity is offered to represent 
a large and well-known concern making 
McKay novelties for misses and growing 
girls for case lot buyers only. Honest 
shoes with style and price appeal. Good 
territories open in South and Southwest. 
Address C-8S44, care Boot and 

Shoe Recorder, 207 South St., 
Boston, Mass. 











RARE OPPORTUNITY—We are changing 
representatives in the following States in 
which we have established trade—Ohio, New 
ersey, Minnesota, North and South Dakota. 
ant men to carry our line of In-Stock leather 
house slippers as side line. Must live on ter- 
ritory and cover same close by auto. Give full 
particulars in first letter. No drawing account. 
ly settlements against orders received. 
Twenty men now successfully selling line. 
Easiest selling commodity in shoe game today. 
MAID-RITE CORP. (Manufacturers), 35 
York St., Brooklyn, New York. 








S of ‘children’ for lows and Nebraska. Line 
a children’s and Misses’ Kesco Turns and 

itchdowns; commission basis. Address THE 
KEPNER’ -SCOTT SHOE CO., Orwigsburg 





Wanted: 


Salesmen having’ established 
trade to carry as a side line 
the famous “KALI-STEN-IKS” 
100 per cent Goodyear Welt 
Children’s shoes, in 


Arkansas Oklahoma 


Kansas Nebraska 

Missouri Texas 

Iowa Minnesota 
Strictly commission basis. Give 
references and full details. The 
Gilbert Shoe Co., Thiensville, 
Wisconsin. 











SALESMAN for MAINE, NEW HAMP- 
SHIRE and VERMONT. One of the most 
popular lines of Children’s Shoes is open for a - 
real salesman, one residing in the territory pre- 
ferred. May be carried as side line. Address 
C-825, care Boot and Shoe Recorder, 207 South 
Se... Boston, Mass. 





WANTED —Salesman with established trade 
to represent us in Mississippi and Tennes- 
see, and one for Ohio. Line consists of fast 
selling women’s novelty McKays, priced at 
$2.85. Liberal commissions and wonderful 
proposition for men of proven ability. Refer- 
ences must accompany application, otherwise 
will not be considered. Address SPECIAL 
SHOE CO., 1332 Washington Ave., St. 
Louis, Mo. 





WANTED experienced salesman who is will- 
ing to back his selling ability against the fu- 
ture of one of Milwaukee's fastest selling lines 
of Men’s and Boys’ medium priced Dress Shoes 
including our special feature Dry Sox-Kwilt 
Cushions-Arch Support and Industrial Shoes. 
Two Middle West territories available. F. 
MAYER SHOE COMPANY 





ALESMEN wanted to carry complete line 

of French Imported Steel Cut Shoe Buckles 
as side line. All territories open. Commission 
basis only. Must furnish references. Address 
C-841, care Boot and Shoe Recorder, 207 South 
$t., Boston, Mass. 





SALESMEN wanted for Michigan, Indiana, 
Illinois, North and South Dakota to carry, 
on strictly commission basis, a complete line 
of infants’ and children’s shoes from soft soles 
to misses in turns and welts. Must live near 
enough to cover territory closely. State full 
particulars in first letter. No drawing account, 
but prompt settlements each week. H. H. 


FREELAND, Inc., Rochester, N. Y 





ALESMEN WANTED—for Ohio, Indiana, 

Illinois, Missouri, Michigan, Kansas, Ar- 
kansas, Oklahoma. Line of infants’, children’s 
and misses’ turn shoes and sandals, 7% com- 
mission. THE REHR SHOE CO., Orwigs- 
burg, Pa. 


SALESMEN to carry our line of felt slippers, 

women’s and children’s, at popular prices. 
On commission basis. Write giving territory 
and references. GRAND SLIPPER CO., 85 
Highland Ave., Passaic, N. J. 
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SALESMEN WANTED 


RESIDENT salesmen covering their territory 
by auto, to carry as side line a profitable 
line of HOUSE SLIPPERS in each of the 
midwest, southwest and southeastern states. 
Short line of Good ¢ ef- 
erences. WOOLEATHER MFG. COMPANY, 
309 Bridge Street, Salem, Mass, 














POSITION WANTED 


A SUCCESSFUL ~~ and buyer for fif- 
teen years, now emplo a | wants to make 
change. Have managed and bought for de- 

irtments and exclusive stores of Ladies’, 

isses’, (Children’s, Men’s and Boys’ footwear of 
all grades. Can merchandise stocks to get 
turnovers and make net profits. Good execu- 
tors and advertisers. Know all shoe markets 
as to quality and grade shoes they produce. 
References furnished from all past employers. 
Eight years with one firm. Address C-820, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








FOR LEASE 





FOR LEASE — 100% location, catering to 
women exclusively, located between Kress and 
Grants on the principal shopping street of 
El Paso, Texas. Will lease space — ~d 
shoes or hosiery. Same can had 

centage of sales basis. Address THE Ss LK 
SHOP, Inc., El Paso, Texas. 








TRANSLATIONS 





MERCHANT NEEDS 








TRANSLATIONS 
Spaniard, graduate of a of ~~ 
makes translations of correspondence, 
tracts. and legal documents from and to Eng- 
lish, Spanish and Portuguese. 


MR. RODRIGUEZ 
42 Union Park Boston, Mass. 
Tel. Residence—Copley 7342-W 
Business—Liberty 1224 

















ORMER shoe manufacturer for fourteen 

years, having large personal acquaintance 
among shoe manufacturing trade in east desires 
to make connections to carry line of patent 
leather, also kid. Will go into details by mail 
or appointment. Address C-846, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





WANTED to make connection as manager 
with chain shoe store company opening 
ladies’ stores or departments in midwest states. 
No small pay proposition considered. Am capa- 
ble of taking full charge, buying and marking 
of prices to make good profits. A-1 references 
furnished. Address, C-847, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





MANAGER for department or store; ten 
years experience medium and highest grade 
men’s and women’s footwear. Past five years 
assistant buyer and manager. Reliable refer- 
ences furnished. Address C-843, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


POSITION WANTED — office manager with 
shoe manufacturing concern. 10 years’ ex- 
perience, production, cost, advertising. Age, 
35, Married. Address C-842, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











LINE WANTED 


OMEN’S NOVELTIES — popular - priced 

Stock proposition, side-line, New York state 
by resident salesman sixteen years’ experience. 
Address C-839, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











HELP WANTED 


MANAGER WANTED for retail store in 
New York, accustomed to handle high class 
trade and manage men on floor. Address C-832, 
care Boot and Shoe Recorder, 207 South St., 

Boston, Mass. 











WANTED TO PURCHASE 








Sell Us Your Left Over 


New Yorks Export Purcuasinc Coap. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
d confidential. Established 1890. 





MAX GLAUBERG 
436 Grand Street, New York City 
We also 2 paae clothing, nate, 





THE big H-W line of shoe store 
chairs covers all seating 
needs. The type of chair, shown 
above, will deliver satisfactory 
service over a period of many 
years. Investigate our free 
seating s service. 


ore, Md.; Boston, Mass.; 
N. Y.; {oo IIL; ee re are 3 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St.Louis,Mo.; Port- 
» Oregon; San Francisco, Calif, 











furnishing 
goods, etc. Dry Dock 0352 

















FOR RENT 


FOR RENT—Shoe department space on main 
floor, available July ist, in a 100% location, 
arcade front, island displays. Concern estab- 
lished ane years now enlarging store. Write 
ROY ASS, care GLASS’ SMART SHOP, 
71a ras: Second St., Muscatine, Iowa. 











FOR SALE 








QUICK-ACTION 


FOR SALE—Shoe Store in_ thriving 

western Pennsylvania town of "aaa 

New stock, one year old. A real op 

tunity; selling —— of ill health. es 

dress re Boot and Shoe 

ee rder, 207 South St., Boston, 
ass. 











FOR SALE—Exclusive shoe and hosiery busi- 
ness located in best and fastest growing town 
i Arizona. _— new, inventory about 
$15,000, Mg , best location in city of 

Good reasons for selling. Address 
rey $40, eo Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


MERCHANT NEEDS 








ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. WE 
GET IT. WE WILL MAKE IT 

FOR YOU. 

W. E. FOLLIS ADVERTISING SERVICE~ 

159 N. STATE STREET CHICAGO 

















EMPLOYMENT SERVICE 








A thoroughly orga:.zed service, highly 
specialized office, established to assist the 
empleyer to find the trained office, sales or 
factory executive. Alse toe help qualified 
men and women locate the particular pesi- 
tien they desire. 

Confidential service te emplerv-rs without charge! 
ERVICE 


31 State St., poston, Maes. 

















This Silent Salesman 
Will Help You Sell Shoes 


The Front and Back of 
a Good Shoe Mirror 
Portable mirror, made of the best plate glass, 
mounted in an all-metal frame, finished in 
grained h ° Di fl 18”x14”. 
Write for description and price. 


THE CHICAGO WIRE CHAIR COMPANY 
612 No. La Salle St., Chicago, Ill. 














| ARE BUSINESS GETTERS 


wi NDOW 
DISPLAY F — 


I SEGALLé SONS: 


933 ARCH ST. 
PHILADELPHIA, PA. 





SEND FOR CATALOG 
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MERCHANT NEEDS 


STORE SUPPLIES 











G. SCHOEPFER 
16-18 West 36th 


KITTEN EYES New York, N. Y. 

















MERCHANT NEEDS 








Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our price before 
placing your order 


Milbradt 


Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 


HE 
i 


TL 


fill 


er day 
n Gil Aad dy : i. 


Lg aah 
‘BELLE ou til 
‘GEe 








PRESERVO 


prevents patent leather 
“‘cumbacks.” 
ASK YOUR JOBBER 
$1.75 dozen. $20 gross 
Preservo Polish Company 


1220 West 24th Stree: 
Kansas City, Missouri 





THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trade Mark Reg. U. 8S. Pat. Off.) 
The original and foundation size 
stick on which all shoes were first 
measured and lasted. 

; MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 


RETAIL SHOE 
STORES USE 
No. 3 


$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Ill. 








price tickets 
TILTS AT ANY ANGLE 


Small, Neat, Everlasting with many 


advantages over co 
and off shoe easily. 


M. D. POLLINGER CO. 


416 Victoria Bldg. 


St. Louis, Mo. 


























SHOE STANDS 

WALNUT. $1.50 EACH 

ORNATURAL 12", 18”, 24” High 
Send for catalogue. 


* os ee 


These Fixtures Made of Hardwood 
and G nteed 


uara 
F.0.B. Pittsburgh, Pa. 
COHEN @ NATHAN CO. 


Fifth Ave. 


Pittsburgh Pennsylvania 








“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


“Manchester” 
Trade 1 By. uv. 6. 





aippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 

“MANCHESTER” 


curved jaw when or- 
dering. 
Write us direct if 
your dealer cannot 
\ supply you. 
Price, $4.00 


Frank W. Whitcher Co. 
P. and M 


2 SHINY 
yan at HM 


u 


4. 





Boston, Mass. 161 W. Lake St. 





Catalog 
Department 
Catalog Store 

Shoe Window 
Window 


Display 
Fixtures 


Fixtures 


i 














iH 


Check |] Here 





Catalog 
Shoe 
Chairs and 
Fitting 
Stools 


a 


ONKEN 





Check |] Here 


Check the One You 


ONKEN 


Want 


Our new 


catalogs 








We want your busi- 
ness On our new 
Display 
Fixtures that will 
make real salesmen 
of your show win- 
dows. 


Ist. Check the one 
you 


Fixtures. 


want. 


2nd. Pin to your le- 
terhead, 


Srd. And mail at 
once to— 


The Oscar Onken Co. 


611 West 4th St., Cincinnati, 0. 





estasiisneo s 


LABELS 


and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 


SAMPLES UPON REQUEST 


(ec wdi Ay) 
263-271 LEXINGTON AVE , BRODKLYN. NY 


AMERICA’S GREATEST 


SHOE CARTON & LABEL MFCS 
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ROOT AND SHOE RECORDER 


The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold. Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoe ReEcorpER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


BROOKLYN BLAZES THE TRAIL 
Style Show Points the Fashion 
Road for Fall. 


ERA OF Goop TASTE HAS ARRIVED IN 
FOOTWEAR FASHIONS 


HIGHLIGHTS ON THE HORIZON OF 
Ss 


WHAT’s SELLING AT RETAIL 
A Countrywide Survey of Fast 
Moving Styles. 


THE VOICE OF THE RECORDER 
Look AT YouR SHOES—BE ASHAMED 


THE WELL DRESSED MAN AND HIs 
SHOES 
A Section Devoted to the Dress 
Up Movement Among Men. 


THE RETAIL SHOE SALESMAN..... 
Devoted to the Interests of the 
Shoe Merchants of Tomorrow. 


WHo’s WHO ON THE ROAD 
SHOE STORE SERVICE .. 
SHOE MERCHANTS NEWS 
SHOE MARKET NEWS , 
OTHER REGULAR FEATURES. 


By Recorder Staff 


What Was Shown at Brooklyn 
Style Show 36 


Hot Shots from Style Show 
By Recorder Correspondents.... 39 


Opinions of the Editor 
Pride in Personal Appearance. . 


A Service Feature....... cee. 43 
By Helen M. Haney 


News of the Travelers 
Equipment and Display 
Among the Retailers 


Among the Manufacturers 





GETTING MORE 
SHOES SOLD RIGHT 





THE BOOT AND SHOE RECORDER PUBLISHING Co. 
207 SouTH STREET, BOSTON, MASs. 
EVERIT B. TERHUNE, President 


Wade M. LEBRECHT GEORGE W. R. HILL 
Treasurer Vice-President 
H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 
ARTHUR D. ANDERSON 
Secretary 
Directors of the corporation, in addition to 
the above-named officers, are as follows: 


A. C. PEARSON CH. 


ARLES H. Hueco M. Bowzn 
Owzn A. THOMAS R. D. NortTHROP 


P. M. FAHRENDORF 








SUBSCRIPTION RATES 
The subscription price of the Boor anp SHos RecorperR is $3.00 for one year in advance, which 
includes postage in the United States, its possessions, Canada, Mexico, Spain ona its colonies 
South America (excepting Venezuela and the Guianas, which is $6.00 
FORBIGN ‘caiman tne price to all foreign = except the above - $6.00 per 
year including posta; 
All subscriptions are payable in advance. Stagie copies 25 cents. 
When writing about changes of address, please give us the old as well as the new address, 
and please give us three weeks’ notice before the change is desired. 





A request for change 
totth wohtod 4¢ te to tal effect. Duplicate ae & 
through failure to send such advance notice. With 

the old one, incl o if Pp your 


Eintered as second-class matter Sept. 19, £908, Gp Tyg, Cae ot Mer Det, N. Y., under the Act of 


address must reach us at least thirty days before ya date of issue 

mnot be sent to replace those undelivered 

new address be My also to send us 
ess label from a recent copy. 








879. 
Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 
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A buying guide to 


BOOTS AND SHOES 
Alden, C. H., Abington, Mass 


Bass, Geo. H., Shoe Co., Wilton, Me 
Best-Ever Slipper Co., Inc., Brooklyn, 
N. Y. 


Blog Shoe Co., New York City 


Brockton Co-operative Boot and Shoe Co., 
Brockton, Mass. 


Brockton Shoe Mfg. Co., Holbrook, Mass. 
Brown Shoe Co., St. Louis, Mo 


Churchill & Alden Co., Brockton, Mass. 
4th Cover, 56 


Clapp. Edwin, & Son, Inc., E. Weymouth, 
ass. 


Cohen, Samuel, Shoe Co., Boston 
Colt Cromwell Co., New York City 


Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 


Coon, W. B., Co., Rochester, N. Y 
Cushman-Hollis Co., Auburn, Me 


Duane Shoe Co., New York City 


Duttenhofer, Stanley, Shoe Co., Cincin- 
nati, Ohio 


Elam, F. S., Shoe Co., Rochester, N. Y.... 
Emerson Shoe Mfg. Co., Rockland, Mass. 


Ford, C. P., & Co., Rochester, N. Y 
Goodrich, B. F., Rubber Co., Akron, Ohio 
Front Cover 


Greeley, A. W., Co., Haverhill, Mass...... 84 


Harrison Shoe Co., Boston, Mass 


Haseltine, Ernest D., Co., Newburyport, 


Hebert Shoe Co., Stoneham, Mass 
Heywood Boot & Shoe Co., Worcester, 


ton, Ind. 
Ideal Baby Shoe Co., Danvers, Mass 


Jellerson Rafter Co., Norway, 


& Shinkle Shoe Co., 
2nd Cover 


Tah Steanh 


" St. Louis, 1 
Julian & Kokenge Co., Cincinnati, Ohio 8-9 





King, Mrs. A. R., Co., Philadelphia, Pa.. 


Lampe Shoe Co., St. Louis, Mo 

Lape & Adler Co., Columbus, Ohio. .. 
Lilly, Henry, New York City 

Lyons & Company, New York City 


Marathon Shoe Co., Wausau, Wis 

Mayer F., Shoe Co., Milwaukee, Wis 
Menihan Co., The, Rochester, N. Y 
Metropolitan Slipper Co., New York City. 
sh & Sons, Inc., Long Island City, 
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Our Advertisers in this Issue 


Nettleton, A. E., Syracuse, N. Y 
Novelty Slipper Co., New York City 


Packard, M. A., Co., Brockton, Mass.... 


Paristyle genes Mfg. Co., Inc., Brook- 


lyn, 88 


Reynolds, Bion F., Brockton, Mass 
Rice & Hutchins, Inc., Boston 


Richards & Brennan Co., Randolph, Mass. 86 


Roberts, Johnson & Rand Co., St. Louis, 


Roth & Rosenberg Shoe Co., Phila., Pa. .88-89 


Sinbac, Chicago, Ill 
Smith, Wm. Sumner, Chicago, Ill 
Stacy-Adams Co., Brockton, Mass 


Stetson Shoe Co., Weymouth, Mass..17-18, 87 


Swan Shoe Co., Baltimore, Md 
United States Rubber Co., New York City 64 


Woh! Shoe Co., St. Louis, Mo 
Wolff-Taber Shoe Mfg. Co., St. Louis, Mo. 27 
Wright, E. T., & Co., Rockland, Mass. .46-47 


LEATHER AND OTHER MATERIALS 


Bearfoct Shoe Co., Inc., Boston, Mass.... 100 
Beggs & Cobb, Boston 


Creese & Cook Co., Boston 

Evans, John R., & Co., Camden, N. J..12-13 
Goodyear Tire & Rubber Co., Akron, Ohio 
Hub Gore Makers, Chelsea, Mass 
Northwestern Leather Trust, Boston.... 
2 i & Vogel Leather Co., Milwaukee, 
Snyder, H. S. & M. W., Boston, Mass.... 


Standard Kid Co., Boston 
Sterling Fibre Board Co., New York City 


United States Leather Co., New York 


West Virginia Pulp & Paper Co., New 
York City 


FINDINGS AND SHOE STORE SUPPLIES 
American Seating Co., Chicago, Ill 


Ambecor Corp., New York City 


Chicago Wire Chair Co., Chicago, Ill 
Cohen & Nathan Co., Pittsburgh, Pa 


Follis, W. E., Adv. Service, Chicago 





an gy Cc. L., & Co., Inc., Worcester, 


Grand Rapids Store Equipment Corp., 
Grand Rapids, Mich 


Heywood-Wakefield Co., Wakefield, Mass.. 92 


Kawneer Co., Niles, Mich 


Manheimer, Abe, & Co., St. Louis, Mo.... 
Mazer Brothers, New York City 
Milbradt Mfg. Co., St. Louis, Mo 


Miller, O. A., Treeing Mach. Co., Brock- 
ton, Mass. 


Onken, Oscar, Co., Cincinnati, Ohio 
Pollinger, M. D., Co., St. Louis, Mo 
Tenn.. 90 


Ramey Heel Protector, Memphis, 


Schack Artificial Flower Co., Chicago, Ill. 74 
Segall & Co., Philadelphia, Pa 


MACHINERY, LASTS, a 
DRESSINGS, ET 


SUPPLIES, 


Beckwith Mfg. Co., Boston 

Everett & Barron Co., Providence, R. 
Hamilton Wade Co., Brockton, Mass 
Preservo Polish Co., Kansas City, Mo.... 
Schoepfer, G., New York City 


Corp., 
Third By rt 30-31 


— Shoe Machinery 
MISCELLANEOUS 


American Tel. & Tel. Co 
Atlantic Printing Co., Boston, Mass 


Glauberg, Max, New York City 


Hotel Belvedere, New York City 
Hotel Martinique, New York City 


Illinois College of Chiropody, Chicago, Ill. 90 


Kirsch-Blacher Co., New York City 
Meyer, Frank C., Co., Brooklyn, N. Y.... 


New York Export Purchasing Corporation, 
New York City 


Peters Employment Service, Boston 


Seaver Howland Press, Boston 





BOOT AND SHOE RECORDER 95 


Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 


ELECTING a complete and well- 

rounded stock—not one “hot” 
shoe at a time—is the one big 
thought dominating the fourth of 
June issue of the BooT AND SHOE 
RECORDER. 

Now is the critical time when 
Fall buying is beginning. The mer- 
chant has three months to clean 
house of odd and unrelated season- 
able shoes—three months to prepare 
for a new platform of intelligent and 
profitable merchandising. We will 
pour ideas into his store to accom- 
plish this clean-up. But mean- 
while— 


E must build a firm foundation 

for Fall. He must select a good 
line complete—and each shoe related 
to its neighbor in a well balanced 
stock, suitable for the complete se- 
lections of the public within his 
community. He wants  order— 
definite merchandise having a pur- 
pose and place in his stock. 

It is for the BooT AND SHOE RE- 
CORDER in its leadership of the in- 
dustry to establish in every mer- 
chant’s mind the firm foundational 
facts that make a shoe store a busi- 
ness and not a grab-bag. 


WO RECORDER juries sit in New 

York this week, one consisting of 
representative retail shoe merchants 
who will tell the shoe world what 
they think will be salable next Fall. 
Another consists of representative 
shoe manufacturers and designers 
who will tell what they have in mind 
for Fall and why. 
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REPTILES 


are the order 


of today. 


We have perfected 


our 


ECRASE 


The quality users 
say it is better 
than the imported 
and costs 40% less. 


Available in all grains 
and all colors. 


48 hour delivery on 
goats, calf and sides. 


For trimmings we 
recommend our 


66° Peking’”? Lamb. 


Also Patent sides 
and Ebony Cabrettas. 





~ 








N 
63 SOUTH STREET 





Do You Know What 
a Stogie Is? 


Or a Slunk? 
Or a Skiver? 
Or an Everett? 


All the unusual names used in the 
shoe and leather industry, as well 
as those in everyday use, have 
been brought together in one 
compact volume—the fifth re- 
vised edition of the 


Shoe and Leather 
Lexicon 


But it is more than a trade dictionary 
—for in it, in addition to trade defi- 
nitions compiled by shoe and leather 
authorities, are to be found correct 
anatomical drawings of the foot, tables 
of foot and last measurements, stand- 
ard carton sizes, systems of size mark- 
ing, hosiery sizes, how to figure profits, 
classification of leathers, standard size 
lengths and many other features. 


An invaluable book for everyone con- 
nected with any branch of the shoe 
and leather industries. 


The Price Is Fifty Cents 
(Cash with Order) 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 
207 South St. Boston, Mass. 











